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The Seasons 
Best Greetings!, 


Everyone here at NATIONAL wishes 
everyone engaged in the retail hardware 
trade a Very Merry Christmas and a 
Most Happy and Prosperous New 
Year. 


To National dealers we extend our sin- 

cere thanks for your liberal patronage Big 4 
during the past year. The friendship Barn Door 
and cordial business relations we have Hanger 
formed we assure you are a source of 

the greatest satisfaction. It has been a pleasure to serve and to 
co-operate with you during this most trying year that is fast drawing 


to a close. 


And to those dealers who have not as yet made our acquaintance, 
we desire particularly at this time to invite you to investigate our 


facility to serve you. 


You will find NATIONAL GARAGE and BUILDERS 


HARDWARE of the finest quality —and popularly priced be- 
cause it is NATIONAL policy to sell 


direct to the retail hardware trade. 


Your correspondence is invited. We 
trust that yours may be one of the many 
new business relations that we will be 
privileged to serve in 1922. 


National Mfg. Co. 


STERLING, ILL. 


Neston 
Braced 
Rail 
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Selling Real Service with Sporting Goods 


The Carlisle Hardware Co., Springfield, Mass., Keeps the 
Sportsmen of That Section Fully Informed on Laws, 
Issues -Licenses and Tells Them Where to Hunt 


and fishing when near Spring- 

field, Mass., should not fail to 
call on. Valentine Skiff, manager of 
the sporting goods department of the 
Carlisle Hardware Co. Mr. Skiff is 
one of the best-versed sportsmen in 
western Massachusetts. He has 
fished and hunted all over the 
United States and in many parts of 


\ NYONE interested in hunting 


By EVERETT A. LAWRENCE 


1. Valentine Skiff’s knowledge of 
fishing and hunting. 

2. Window displays. 

3. Good advertising. 

4. Wecarry the best lines of guns, 
ammunition, tackle, hunting coats, 
and sporting goods generally that 
are made. 

5. We can tell people where the 
best fishing and hunting is to be 


found thirty-five years ago. Two 
buck deer during the hunting season 
fought, locked antlers and starved to 
death, and were found by hunters 
during the winter. 

The deer foot also has a history. 
A doe when a fawn evidently stepped 
on a hemlock knot. Her foot slipped 
through the knot which lodged 
around the dew claws, above the 














This sporting goods window of the Carlisle Hardware Co., Springfield, Mass., succeeds in arousing the interest of the onlooker. 
And the locked antlers and the deer foot encased in a hemlock knot are largely responsible 


Canada. He also has the distinction 
of being a member of all of the trap 
shooting clubs in this country. 

In September, 1920, Mr. Skiff or- 
ganized a trap shooting club in 
Springfield which now has a member- 
ship of 120. The object of this club 
is to promote shooting and outdoor 
sports. Twice during each year there 
are prizes given for the best shoot- 
ing and the most skillful bait and fly 
casting. These prizes are donated 
by local merchants. 


Reasons for Increased Business 


3usiness is increasing in the sport- 
ing goods department of the Carlisle 
Hardware Co. These are the rea- 
sons: 


found in any particular locality. 

6. We know the grounds and some 
of the guides. 

7. We issue licenses to non-resi- 
dents for the State of Maine. | 

8. We are headquarters for the 
best taxidermists in Vermont. 


Interesting Window Display 


When we have a window display 
of hunting goods we make it so that 
it will attract people and keep a 
crowd in front of our window all the 
time. Two features in our present 
window that do a great deal to keep a 
crowd in front of it are a pair of 
locked antlers and a deer foot with 
a hemlock knot around it. 

The pair of locked antlers were 
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pastern which swelled so that the 
foot became deformed. When shot 
the doe was judged to be about four 
years old. 

It is a common phrase among the 
sportsmen of Western Massachusetts 
when asked some technical point re- 
garding game, fish, guns or rods, to 
say, “Ask Skiff, he knows,” 

He always has fish and game laws 
of every State available for reference 
and we also see to it that a vacation 
manual gets into the hands of every 
sportsman that we know about. 

The club that Mr. Skiff organized 
has a banquet every year at which a 
number of prominent lecturers 
speak. The Carlisle Hardware Co. 
gives out souvenirs with its imprints 
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on them to all attending these ban- 
quets. 


Headquarters for Sportsmen 


The deer season in Massachusetts 
is from sunrise the first Monday of 
December to sunset the following 
Saturday, and it is a busy week for 
us as well as for the sportsmen. 
Hunting continues all winter for 
certain kinds of game, and we main- 
tain our sporting goods department 


as the sportsman’s headquarters. ‘The Use-0¢ thi: Camp 
Mr. Skiff is equally as well versed @ ¥5 menses “HARDWARE Co" 


in other branches of sport, and can Saami ad 326i street 
talk with authority to the football f s ao 7 

enthusiast, the baseball fan, the bas- 
ketball follower, the golfer, the gym- 
nast and the tennis player. He keeps 
himse'f posted on all local athletic 
happenings and can tell you about 
the change of rules that have been 
made in any sport. He is a specialist 
in his line and people have come to 
regard him as being as reliable an 
authority as many of the best-known 
sporting writers on the newspapers. 


This Service Pays 


By handling our sporting goods Pak foures 
department in this way and by hav- “Ake Rod You Should 
ing at the head of it a man of ex- voy OR: 
perience and ability, it has grown to 
be one of the most profitable lines 


pate 
‘Y 
we 











Per ¥ “if or , ee PUY Here’s another sample of the service aven by the Carlisle Hardware Co. Do vo 
a , ete #4 F h | wonder why the store S the spe en's headquarters? 
, Western chusetts 
eee a NY ? , 
.s itt oh : 


that we have. One of the most im- |. ting and advertising sales in other 
portant things about it is the fact «departments, thus increasing our 
that it is often responsible for stimu- general business. 





Yale & Towne Mfg. Co, to Have Factory in Germany 


The following announcement was devote his time while here exclusivel) 
made recently at the office of the Yale to matters relating to t! upping 
& Towne Manufacturing Co.: and organizing of the né ant.” 

“In view of the serious decline of A recent investiga is indicated 
our export business, due to the dis- that the cost of production in Germany 
turbed condition of international finance js so much lower than in the United 
and commerce, and in large measure tO States that opeless at this time 
the lower costs of production obtaining to compete i! y export markets with 
in European countries, we have de- goods of American manufacture 
cided to establish and operate a branch Therefore, after most careful cor 
in Germany, to avail ourselves of low  oiy. ation, the company has concluded 
production costs of that country, and at until conditions more closely ap 
to aid us in regaining and maintaining roximate those which existed befor 


our former position in export markets. 

“Pp, F. Augenbraun has been relieved 
from his duties as superintendent of 
design and product, and appointed man 
ager of the branch factory to be estab 
lished in Germany, and hereafter will 


he war, they must either obtain the 

nefit of the lower costs of European 
manufacture or lose their export busi- 
ness to those who are able 
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Folders containing the State hunting and 
fishing laws are given to customers 


goods at much lower cost, 








Adapting the Business to the Community 


Neighborhoods Frequently Undergo Radical Changes 
and Merchants Should Adjust Their Stocks 
to Meet the New Requirements 


F all the many problems that 
QO vex the modern hardware 
merchant there is none more 
momentous than that of adapting his 
business to the changing conditions 
of his neighborhood. The city dealer 
is probably more affected by chang- 


ing conditions than is the rural 
merchant. 
The shifting of population, the 


slow but inexorable transformation 
of a neighborhood from a residential 
to a business section presents an ex- 
tremely vital problem to the hard- 
ware merchant. 

He awakes suddenly some morning 
to the realization that his business is 
built upon shifting sands, and that 
unless he takes prompt and decisive 
action his profits will dwindle, his 
stock will grow dusty upon the 
shelves, and his doorway will stare, 
like an empty eye socket upon the 
street, for the lights and shadows of 
customers passing in and out will no 
longer bring pleasure to his eye nor 
satisfaction to his mind. 

Adaptability and Resource 

Such a condition and such a real- 
ization of it is a crisis that indeed 
can only be met by two forces: 
adaptability and resource. These are 
both human forces, or more prop- 


erly, human attributes. The ability 
of man to adapt himself to the con- 
tingencies of existence is the funda- 
mental reason for the supremacy of 
man over all other forms of life upon 
the planet. His resource, which is 
the flowering of this attribute of 
adaptability, has made it possible for 
him to turn adversity to profit. 

The life of an individual is often 
on a smaller scale similar to the 
evolution of the race. When a hard- 
ware dealer finds that his neighbor- 
hood is changing, the aspects of the 
problem that confronts him are in 
no way new, nor are the steps neces- 
sary for a solution of the problem 
particularly new. The application of 
the necessary principles for the solu- 
tion may be individual in a sense, but 
basically the same principles that 
were used since the origin of time 
still apply. 

How One Business Changed 

A practical illustration of this fact 
can be seen in the case of the hard- 
ware firm that is now known as M. 
Weiss & Sons, Inc., 97 Amsterdam 
Avenue, New York City. Seven years 
ago this concern was simply a small 
retail hardware store, one of many 
in New York City that specialized in 
housefurnishings, and which did a 


fairly even business year in and year 
out. It was known then simply as 
““Max Weiss.” 

Seven years or more ago the neigh- 
borhood in the vicinity of Max 
Weiss’s store began to change. Ga- 
rages, machine shops, offices, and 
small manufacturing plants began to 
push in and the residents began to 
move out. The demand for house- 
furnishing articles grew less and 
less. Mechanics occasionally stopped 
at the store to ask for a pipe wrench, 
for various sizes of bolts or screws 
or various other things that me- 
chanics required. Weiss didn’t have 
many of the articles in stock. He 
“didn’t carry them.” 


Building up a New Trade 


Gradually, however, Mr. Weiss be- 
gan to stock tools and mechanics’ 
supplies. One or two articles at a 
time were added until his stock be- 
gan to assume a degree of impor- 
tance that demanded more room in 
the store. Housefurnishings were 
pushed out by special sales, and about 
two or three years ago he concen- 
trated all of his energies on building 
up a line of automobile supplies and 
mechanics’ tools. 

He has built up a large business, 
both wholesale and retail, by going 

















M. Weiss & Sons, Inc. 


characte j 


New York 


the firm featured tools and supplies 
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City, originally specialized in house furnishings, but when the locality became industrial in 
The window gives some idea of the articles carried 
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The window 


out and personally visiting shops and 
garages to get the business. He has 
offered special inducements to buyers 
in the way of prices, service, de- 
livery, and .so forth. By introduc- 
ing one line of stock into a shop or 
garage, he has been able to retain the 
patronage of that particular cus- 
tomer by rendering prompt and effi- 
cient service and by keeping:in close 
personal contact. The personal side 
of his business has been developed 
hand in hand with actual stock trans- 
actions. 

A certain concern that Mr. Weiss 
had experienced difficulty in adding 
to his growing list of steady cus- 
tomers was in the market a short 
time ago for electric light bulbs and 
other equipment. Mr. Weiss person- 
ally visited the manager of the con- 
cern and made him a special price 
inducement on a fair sized order. 
Mr. Weiss made a price concession 
on bulbs, which brought the total 


Richardson-Phenix Co. and 
S. F. Bowser & Co. Consolidate 


The Richardson-Phenix Co. and 
S. F. Bowser & Co., Inc., have formally 
announced their consolidation. The 
filteration, and lubrication appliance 
business of both companies will be con- 
ducted by the Richardson-Phenix Divi- 
sion, S. F. Bowser & Co., Inc., with 
main offices at Fort Wayne, Ind., to 
which all correspondence should be ad- 
dressed. 

The purpose of the consolidation ac- 
cording to the announcement is: 

“To improve the service to those who 
equipment for the efficient and 


use 


may appear somewhat crowded, 








but it certainly 


cost of the complete order substan- 
tially lower than prices quoted by 
competitors. The offer was accepted 
by the manager, and the goods were 
delivered the same day. This com- 
bination of price satisfaction and 
prompt service made such an impres- 
sion on the manager of that concern 
that he has placed all subsequent 
orders with M. Weiss & Sons, Inc. 
This bald statement of fact needs no 
further comment. 
Displaying a Variety cf Goods 

The window displays shown here- 
with, however, are apparently win- 
dows that have been crowded almost 
to the point of confusion. They were 
arranged so that an infinite variety 
of goods could be displayed. The re- 
tail store of Weiss & Sons depends 
largely upon a transient trade. Peo- 
ple passing through the neighborhood 
are attracted by these displays and 
Mr. Weiss says that he has been ab!e 


economical lubrication of all classes of 
machinery. To combine and apply as 
a unit the resources for research of both 
companies. To even more completely 
embody in the design and manufacture 
of lubricating apparatus those sound 
engineering principles that are para- 
mount in an art that must keep abreast 
of all engineering progress. 
operate with the builders of machinery 
and the lubrication engineering world 
in the solution of the problems met 
scientific lubrication and the conserva 
tion and reclamation of lubricating 
oils.” 

J. Wm. Peterson, president of 
Richardson-Phenix Co., will assume the 


To co 


the 


leaves nothing to the imagination 
the articles principally featured and they form a large percentage of the 





Automobile acce 
stock 


ssories are 


firm's 






to make more sales by displaying a 
large assortment of goods than by 
concentrating on one line at a time. 

Anybody interested in automobile 
accessories, tools, and a_ certain 
amount of home hardware will find 
articles to attract the eye in these 
displays. Mr. Weiss says that a cer- 
tain part of his retail trade is com- 
posed of mechanics who visit the 
store to purchase a tool and who 
often buy an e'ectric heater, a food 
chopper or a vacuum bottle for their 
homes simply by virtue of the fact 
that they see them on display. 

But the important thing about M. 
Weiss & Sons, Inc., for the hardware 
reader, is that the communits 
changed so did the business of this 
concern. By adaptability it main- 
tained its existence in the business 
world and by resource it has turned 
what at first seemed to be misfortune 
into a profitable and growing busi- 
ness. 


as 


office of vice-presi lent S. F. Bowser 
& Co., Ine., and w be harge of the 
Richardson-Ph ¢ Division. 

ly specialized personnel and 
of the Richa Phenix Co. 
tained. The assets of the consolidatio 
lf at $10,000,000. 
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Kahn 
Street, 


Leopold Kahn, founder of H. 
& Co., 4428 North Nineteenth 
Philadelphia, died recently at the agi 
f seventy-four. Mr. Kahn had beet 
actively engaged in the business unti 
1914, when he retired leaving his 
Herman to take full charge. T! 
pany makes gold, aluminum l 
paints. 










Turpentine in Bottles Results 


Margin of Profit 


ware’? Or didn’t you know 
there was such a class of 
goods in the modern retail hardware 
stock? The term may not be in- 
cluded in Webster’s dictionary or in 
your jobbers’ catalog, but “liquid 
hardware” is handled on a large scale 
and in an efficient manner in all of 
the seven hardware stores vuperated 
on Long Island by James & Hawkins, 
asi, 

At the headguarters in Jamaica, 
N. Y., the name “liquid hardware” is 
~ien to the various oils used for lu- 
bricating, polishing, cleaning and 
vaint-mixing, alcohol and _ other 
liquids now sold extensively through 
hardware channels. Every item 
handled by this company is cared for 
in a businesslike and systematic man- 
ner. The handling of this class of 
goods is no exception. 

The Oil Room 

The “liquid hardware” is kept at 
the main store where all the purchas- 
ing is done, and a large-sized, fire- 
proof room has been built to accom- 
modate it in the basement. On one 
side is a battery of up-to-date oil 
tanks of large capacity. Each of 
these is fitted with an accurate self- 
measuring pump and a patented drip 
arrangement, which allows the drip 
to go back into the tank after it has 
passed through a strainer. This plan 
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© SEVEN STORES ON LONG ISLAND i 


H- do you handle “liquid hard- 




















Selling Oil, Alcohol and 
in the Customer Obtaining 
Full Measure and in the Hardware 


Merchant Realizing a Wider 


—Eliminating the Fire Risk 


Cleanliness and Profits in Liquid Hardware 






























James & Hawkins, Inc., sells oil, alcohol and turpentine in bottles. 


It’s 


cleaner and more satisfactory than the old method 


eliminates the loss of oil through 
waste or spilling, and is a clean 
method of catching the drip. It is 





EpITor’s NoTe.—This is the 
fourth of a series of five articles 
describing the various features 
of the branch store system as 
applied to the hardware business 
of James & Hawkins, Inc., Ja- 
maica, N Y. The concluding in- 
stallment will appear in an early 
issue of HARDWARE AGE. 





a much more efficient method than 
using clumsy barrels with driven 
faucets which are often leaky. The 
drip strainer keeps out any foreign 
substance which might come off the 
bottom of the can which is being 
filled. Although the pumps are. self 
measuring it is often necessary to 
use a measuring can and funnel, be- 
cause of the shape or size of the cus- 
tomer’s container. Whenever it is 
possible the oil is pumped through a 
funnel directly into the customer’s 
can, thus minimizing the labor. 


Storage and Delivery 


This oil room is fireproof and is 
built entirely of cement. Its three 
steel doors are fitted with fusible 
links so that in case of fire the flames 
will be confined to the room and will 
not spread. If the fire should start 
in another part of the building the 
oil room would be safe by virtue of 
its construction. Two of the doors 
are of the sliding type and are kept 
open during business hours, but are 
closed and locked at the end of each 
business day. The third door is in 


56 


the rear and opens on the yard at 
the rear of the store. This space is 
used when the tanks are being re- 
filled. The oil trucks are driven to 
the rear of the store and the oil is 
either delivered in barrels through 
this door or through a coupling pipe 
line direct from the wagon. Oil is 
always delivered during business 
hours and so this method has accord- 
ingly proved itself to be of great 
advantage. It has eliminated un- 
sightly oil drip in the store front, on 
the sidewalk and along the floor, and 
there is no confusion caused by 
truckmen rolling cumbersome metal 
barrels through the aisles when 
salesmen are serving customers. 
The removal of these objectionable 
features alone is worth the extra 
cost of the rear door. This third 
door is kept closed when not in 
use, but is not locked until the 
close of the day so that it serves as 
a means of escape in case an em- 
ployee happens to be caught in the 
oil room during a fire. 


Reducing the Fire Hazard 


Some hardware dealers have been 
reluctant to go in for heavy stocks 
of oil on account of the fire hazard 
and the resultant increase in insur- 
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ance rates. Before the present oil 
room’ was built the executives of 
James & Hawkins discussed the mat- 
ter with insurance men and found 
that if the room was constructed in 
accordance with modern building 
practice, and was kept clean and 
clear there was little to worry about 
either on account of the fire hazard 
or of higher insurance rates. 

The advantage of a large stock 
and a wide range of grades in lubri- 
cating oils makes for greater profits. 
Oil when bought in bulk costs much 
less per gallon. This fact, coupled 
with the low insurance rate and the 
elimination of waste through lost 
drippings, gives a decidedly wider 
margin of profit. At the same time 
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made of the charts furnished by the 
oil companies. , 

Practically every hardware dealer 
handles turpentine, crude oil, lemon 
oil and linseed oil. These are usually 
bought by the barrel and are sold in 
varying quantities and in different 
kinds of containers. The customer 
usually brings in an old bottle, jug 
or can of unusual size or shape, and 
asks for ten cents, or a quarter's 
worth. Very often the quantity sold 
for a certain specific amount varies 
considerably. The liquid is placed 
in the container brought by the cus- 
tomer, and the opening is closed with 
a wad of paper. 

This inefficient method used by a 
good many hardware stores is not 
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price. Because of their neat appear- 
ance the bottles are always displayed 
in full sight on a display shelf. Oc- 
casionally requests come in to refill a 
bottle. In such cases the customer 
gets a new bottle and a small rebate 
for the return of the old one. This 
practice, although it is not encour- 
aged, has not been a drawback in any 
way, as the majority of customers 
appreciate the convenience of the 
prepared bottle system and ask no 
questions regarding either the addi- 
ional cost or the returned bottles. 

As the bottles are cleaned when 
they are labeled there is no drip or 
liquid deposit to make the handling 
a nuisance to the customer. This 
has proved worth while in the stores 
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This illustration shows the fireproof construction of the firm’s oil room. 


to reduce the fire hazard. 


it gives the firm an opportunity to 
compete with garages and oil sta- 
tions. 


Same System in Branches 


The same careful plan of operation 
is carried out in the oil rooms of the 
six branch stores. Fireproof con- 
struction is also found and the gen- 
eral plans are followed on a smaller 
scale, meeting in each case with local 
requirements. The grades of oil car- 
ried are determined by local demand. 
Two of the branches are located in 
seashore towns and each of these has 
a good-sized motor boat trade calling 
for a heavy grade of oil. 

The entire sales force has been 
well drilled in the necessity of lubri- 
cation and in the particular advan- 
tages to be derived from the various 
grades of oil, and constant use is 


fair to either the customer or to the 
merchant. The customer rarely re- 
ceives full value and the merchant 
is never sure of a standard margin 
of profit. 

James & Hawkins sell all of these 
liquids and handle denatured alcohol 
as well. They buy by the barrel but 
sell in standard-sized bottles which 
are carefully corked and neatly la- 
beled. The bottles are from the 
8-oz. size up. A neat label on the 
side indicates the nature of the con- 
tents and below this is printed the 
James & Hawkins name and address 
in the firm’s individual trade mark 
style. 

The efficiency resulting from the 
handling of these goods in sealed bot- 
tles has practically enabled the com- 
pany to sell the bottle at cost, which 
adds but a few cents to the purchase 


Brick walls, concrete floors and steel doors all combine 
Incidentally, the pumping system adds to the profits by eliminating waste 


and has served to build up the sales 
in these liquids to a considerable de- 
gree. 
Advantages of the System 

Every hardware dealer in the 
country could sell his own bottled 
goods if he so desired. The filling 
and labeling could be done at odd 
times in the smaller-sized stores, 
while the large city shops could em- 


ploy a boy to do the work. The ad- 
vantages of this system are many 
and it is a great convenience to both 
dealer and customer. It provides a 


method whereby a certain standard 
quantity may be bought for a set 
price—a practice that is bound to 
create customer confidence. The 
dealer in turn can figure exactly the 
cost per bottle, including the over- 
head, and can base his selling price 
accordingly. 
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Local Historical Events as Sales Producers 






The Hardware Merchant Can Realize Profits by Means of 


Arousing Civic Pride—How the Merwin & Brown Co., 


Winsted, Conn., Sold Cutlery by This Method 


RE you acquainted with the 
A history of your town? Do you 


know the important dates and 
the details connected with its prog- 
ress? You should. If you don’t you 
are overlooking an interesting sub- 
ject, and you are also neglecting an 
opportunity to spring a merchandis- 
ing campaign with a decided human 
interest appeal. Even the most dis- 
gusted resident of Main Street is 
unconsciously interested in the his- 
tory of his community and, although 
he may not admit it openly, he prob- 
ably has considerable pride in the 
place in which he lives. 

Almost 10,000 Connecticut people 
live in the town of Winsted. The 
present year marks the one hundred 
and fiftieth anniversary of its in- 
corporation as the City of Winsted. 
The Merwin & Brown Co., one of the 
hardware firms of this busy little 
city, was awake to this fact, and ac- 
cordingly made plans to celebrate the 
civic anniversary and make it a 
profitable affair. It so happened that 
this firm also discovered that the 


year also marked the sixty-fifth 
annual milestone for the Empire 
Knife Co., a Winsted cutlery manu- 
facturing concern. 

A Double Opportunity 


Here was a double chance to make 
a historic appeal and the Merwin & 
Brown Co. made the most of it. They 
realized that the people of the city 
were proud of its civic history and 
were equally proud of its various in- 
dustries. The number of successful 
years that the city and this particu- 
lar cutlery plant had existed gave the 
town a well-merited standing of 
stability. The local papers were full 
of news on the subject, and every- 
body got to talking about “our town’, 
and “our factories.” 

Merwin & Brown 


Co. conferred 


with the management of the Empire 
Knife Co. and secured from them the 
loan of an old cutlery display case. 
This case showed the full line of 
pocket knives made by the company 
in 1858, two years after its found- 
The case was originally dis- 


ing. 


played at the 1858 exhibition held 
by the Connecticut State Agricul- 
tural Society in Hartford, the State 
capital. First prize for pocket cut- 
lery was awarded to this display at 
that time, and the original certificate 
of award was also borrowed to be 
used with the old-fashioned case. 
Both windows of the store were 
devoted to cutlery. One window was 
given over to pocket knives and the 
other to grapefruit, paring and 
kitchen knives. The pocket knife 
window contained the historic ma- 
terial. The old-fashioned case with 
its assortment of pocket cutlery 
made more than sixty years ago was 
given the central position at the rear 
of the window. A sign with large 
letters and the date “1858” was hung 
over the case. Photographs of 
James R. Alvord and Elliot Beards- 
ley, founders of the Empire Knife 
Co., were placed on each side of the 
case. Both of these men were na- 
tives of Winsted, and had been well 
known to many of the older resi- 
dents, and to the parents of the 
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This shows how-the Merwin & Brown Co., Winsted, Conn., featured the sixty-fifth anniversary of the Empire Knife Co. The 
case at the back of the window was used by the manufacturers in 1858. 
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In the foreground is the present Empire line 
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present generation. They had been 
prominent figures in local industrial 
events and their pictures were of in- 
terest to many of the inhabitants of 
the town. 

The certificate of award was 
placed at one side of the old case and 
the remainder of the window was 
devoted to the present styles of 
pocket and jack knives made by the 
local plant. The idea conveyed in 
this window was the old but ever 
interesting theme of “then and 
now.” People are always attracted 
by displays that picture progress, 
improvement and extension and when 
the subject applies to a local achieve- 
ment, as it did in this incident, there 
is no limit to their enthusiasm. 


Interesting the Prospects 


Merwin & Brown Co. found that 
people came in to talk about Win- 
sted, the Empire Knife Co. and other 
factories in the city, and before they 
left the store they invariably pur- 
chased one of the later models of 
pocket knives shown in the display. 
Many people bought pocket knives 
with the intention of having a 
souvenir to commemorate the event. 
Other visitors got to talking on the 
subject and found that their cutlery 
equipment was far behind the times. 
The store salesmen had the scene 
automatically set for good sales 
along this line. 

The second window, as has been 








previously mentioned, was entirely 
modern and was devoted to the dis- 
play of stainless steel grape fruit 
knives, paring knives and kitchen 
forks of the same material. This 
was livened up with a decoration of 
natural foliage. The advantage of 
stainless steel for kitchen knives was 
brought out very strongly in this 
window. 


Demonstrating Stainless Steel 


Knives made of carbon steel and 
of stainless steel were immersed in a 
solution of acid in plain view of all. 
The carbon steel variety was com- 
pletely blackened, whereas the stain- 
less steel remained unmarked. In 
addition to this tests were shown in 
the window. On one side carbon 
steel knives and forks were forced 
through a potato, grapefruit and 
orange and left there. On the other 
side the same thing was done with 
similar articles made of stainless 
steel. 

Most important of all is the sales 
record on cutlery and other lines 
during the period of display. Un- 
known people came into the store to 
buy cutlery and other articles. They 
were impressed with the store and 
promised their patronage. Merwin 
& Brown Co. have found that their 
efforts to make the most of their 
windows in this instance paid big 
returns. They have accordingly 
signified their intention to keep 











The advantages of stainless steel were interestingly demonstrated in the second window. One look at this display was enough 
to satisfy the most skeptical onlooker as to the merits of this cutlery 


abreast of local events, and to be 
well posted on the history of Win- 
sted both politically and industrially. 


How About Your Own Town? 


Your town may not be 150 years 
old; you may not have a cutlery firm 
that boasts of sixty-five birthdays 
and the population of your town may 
not approach the 10,000 mark. But 
yeu ean find plenty of interesting 
local events which would justify 
your making it the occasion for a 
special window and sales campaign. 
Every town has its history, irrespec- 
tive of its size, and its inhabitants 
are proud of that history. The local 
papers will back up any demonstra- 
tion or display that is based on local 
history. Your store will be talked of 
and will be applauded for having the 
interest of the community at heart, 
and your sales will just naturally in- 
crease. Surely there is some indus- 
try in your town. Perhaps an article 
of hardware is made there. If so, so 
much the better, for you can base 
the campaign on that product the 
same as Merwin & Brown Co. did in 
Winsted 

The big metropolitan department 
stores never let a national holiday 
escape them without putting it to 
work selling their goods, and you 
ean do the same. Dig around and 
get acquainted with your local his- 
tory, it will pay you both in imme- 
diate and future business. 
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Mastering the Modern Egyptian Alphabet 


This Article Is the First of a Series of Four Lessons in Which 






the Modern Egyptian Alphabet Is Discussed—Some Sug- 
gestions Regarding Show-Card Equipment 


rYNHE quality of the lettering 
| brush and the position in 


which it is held has more to 
do with success in learning show- 
card writing than any beginner 
could imagine. No matter in what 
position the brush is held, if it is 
not made of genuine red sable hairs 
and designed exclusively for show- 
card writing, the beginner cannot 
expect to make clean-cut, perfect- 
stroke Egyptian letters. 

Some of the show card supply 
houses that sell these red sable show- 
card brushes are: Eberhard & Son, 
388 Pearl Street, New York City; 
Devoe & Raynolds, New York, Chi- 
cago; Bert L. Daily, Dayton, Ohio; 
Favor Ruhl & Co., 48 West Twenty- 
third Street, New York City, and N. 
Glantz, 31 Spring Street, New York 
City. 

Any one of the above firms handle 


the best brushes, inks and general 


By JOSEPH BERTRAM JOWITT 


show-card supplies. 
kind used by the professional or ex- 
pert show-card writer. 

The writer never attempts to do 
lettering of any kind without the 
aid of the best brushes that money 
can buy. And remember when com- 
paring the price of red sable brushes 
with cheap camel’s hair brushes, that 
the former will last from five to ten 
years, according to the amount of 
work demanded of them. In a com- 
plete set of red sable brushes the 
numbers run from 1 to 12, and at 
this writing the prices quoted are 
from 20 cents for No. 1, up to $1.35 
for a No. 12, there being about a 10- 
cent increase in price for each 
higher number. 

It is not absolutely necessary for a 
beginner to invest in all the differ- 
ent sizes because there is very little 
difference in some of them. For in- 
stance, No. 2 will do the work of No. 


Single -Stroke Egyptian 
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1, No. 4 will answer for No. 3, and 
No. 6 for No. 5, No. 8 will answer for 
Nos. 7 and 10. 

I would recommend for all begin- 
ners one set of five brushes as fol- 
lows: one each, Nos. 2, 4, 6, 8, and 
12. These will do all the work re- 
quired for ordinary store purposes. 

The reader’s attention is directed 
to the rough pen sketches of the 
brush in all the different positions 
and the angle in which the handle 
extends. The direction in which the 
arrows point indicate the course of 
all downward and cross horizontal 
strokes. 

When making single stroke letters 
more pressure is required than in 
forming just the skeleton outline of 
a letter. Then just the tip end of 
the brush is used. 

It is always best to select a brush 
which when spread out is the exact 
width you wish the strokes to be. 






1st. Lesson 





The student of show-card writing can readily understand how modern Egyptian letters are made by studying this illustration. 
All strokes are numbered in the order in which they are made 
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This gives an idea of the possibilities of 
Egyptian lettering 


One important thing to consider is 
the consistency of the show card ink 
or water color. Thin, watery ink 
will not do for single stroke letter- 
ing, because the brush will not re- 
tain its flat shape and the strokes 
will not be even or of the same width 
all the way through. Prepared water 
colors are finely ground and should 
be of a thick, heavy, creamy consis- 
tency. If too much water is added, 
the glue binder which makes it thick 
and acts as a dryer, naturally loses 
its strength. Then, too, the brush 
will not retain a uniform width, as 
the glue binder has a good deal to 
do with shaping the brush. Each 
time the brush is dipped in the ink 
the color should be quickly dis- 
tributed into the heel of the brush 
by working it backward and forward 
two or three times on a piece of paper 
or cardboard. This also prevents 
any ink from dripping from the end 
of brush. 


Holding the Brush 


When starting at the top guide 
line to make a downward stroke, the 
handle of brush should be held at an 
angle of about 45 deg., and as the 
brush is drawn towards you the 
handle is gradually brought to a 
plumb upright position by the time 
the bottom guide line is reached. In 
studying the pen sketches of the 
brush in the different positions, as 
shown on the alphabet plate, just 
imagine the handle of brush in each 
case as being held on a slant of not 
less than forty-five deg. The let- 
ters A, B, C, D, E, F, are 31% inches 
high, and the different strokes com- 
posing each letter are the exact 
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width of the No. 12 red sable brush 
used. 
Making Circular Strokes 

In making the circular strokes, as 
in B, C, D, the. brush is placed side- 
ways at the top or bottom guide line 
(see illustration), and gradually 
rolled between the thumb and index 
finger until so much of the stroke js 
finished. 

Of course no one can reasonably 
expect to make the brush to do what 
he wants it to do, in three or more 
spasmodic attempts. Such a thing is 
out of all reason. But the average 
hardware salesman who is willing to 
do a little systematic practicing (say 
fifteen or twenty minutes at a time) 
can with these practical lessons ob- 
tain pleasing and business-bringing 
results in one month’s time. 

The average beginner’s perpen- 
dicular strokes lean a trifle to the 
right or to the left; the reason for 
this is he hesitates or goes at it too 
carefully. A good way to overcome 
this fault is to rule off a series of 
perpendicular strokes with pencil 
about 14 in. apart, make them 3 to 
4 in. high. Then proceed to fill in 
every other one with the brush free 
hand. Try to keep well within the 
lines as much as possible. Hori- 
zontal strokes may be practiced in 
the same way. The circular strokes 
may be made by using a compass and 
by drawing several circles within 
each other. 

This plain Egyptian alphabet is 
about the most substantial type for 
all-around show-card use. It is 


easier for the beginner to get the 
hang of than a good many other 
fancy alphabets. 
' f 
Here is a sample of the dignity and 


effectiveness of this alphabet 
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The rule for space between letters 
is generally the width of one single 
upright stroke of brush, the 
space between words should be about 
the width of the letter H. 
really mathematical rule for 
spacing. For instance, in spacing 
the word LAW, the lower part of the 
letter L should be nearer the A than 
the left stroke of the letter W. This 
is on account of the open space in 
the letter L, making it seem further 
away than the W. 

In laying out a show card, be sure 
to leave as much border as the space 


ana 


There is 


no 


permits. The desired effect is lost 

if the lettering is crowded or ex- 

tends too near the edge of the card 
Reported Merger 

It is reported that James J. Cami 


bell, president of the Youngstowi: Shee 


& Tube Co.. Youngstown, Oki. has 
noun-ed that a merger of that firm w 
the Inland Steel Co.. and the Stee! & 
Tube Co. of America, is now under 
negetiation. All are independent con> 
panies and the report indicates that the 
merger may be completed about April 1, 
eZ 

On and té ay 8 1921, the Clip- 
per Tool ( Buffalo, N. Y., will main- 
tain a New York office at 258 Broad 
way. George E. Feldman, former rep 
re tive for New York and Philadel- 

| be in charge. 

[wo young men recently broke into 

the retail hardware store of Foster, 


Farrar Co., Northampton, Mass., and 
helped themselves generously to fire- 
arms, cartridges, pocket knives, ete. 
The youths and stolen ; ( 
covered by the police. 
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Making Your Stove Department Profitable 


Careful Merchandising, Cleanliness, Intelligent Metheds 
of Stocking, Timely Advertising, and Featuring 
of Novel Lines Will Boom Stove Sales 


RIGHT, clear, nippy, frosty days 
B when you awake in the morn- 
ing, and slam down the win- 
dows and shiver while you are dress- 
ing, make you realize that winter is 
here. Then it is you realize that you 
have been a procrastinator and that 
the stoves should have been up long 
ago. 

Knowing that the thief of time 
may keep people who need stoves 
from buying them until the ther- 
mometer drops, does not keep the 
progressive hardware merchant from 
getting his stove stock in order, with 
the sales force on its tip toes waiting 
for the customers. 


Selling Stoves the Year Round 


One big store in the Middle West 
keeps its stoves on the floor of the 
housefurnishings department the 
year round, so that its preparations 
for winter business do not mean a 
big upheaval nor a violent change in 
the department. The change is 
subtle and shows itself almost as 
much in the atmosphere and general 
tone of the department as in any- 
thing. 

This store does not depend upon 
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two atmospheric seasons, spring and 
fall, and the two big moving seasons 
of the year, April and October, to 
sell its stock. It sells stoves the 
year round. 

Preparations for Seasonable Trade 

The preparations for seasonable 
trade consist in carefully taking 
stock, sorting out the best sellers; 
getting an adequate supply of the 
proper sizes of the stoves that will 
be in greatest demand on the floor 
and in the stock room; offering on 
special sale and at reduced prices, 
remnants of numbers of stoves 
which will not be re-stocked. It is 
not at all unusual for this firm to 
purchase a carload at one time, and 
a whole carload is readily sold out 
during a special sale or during the 
moving season. 

Then the stoves are carefully ar- 
ranged in groups. There are rows 
of the big combination gas, coal or 
wood stoves big enough for a hotel 
or an unusually large residence, with 
their capacious ovens and _ broilers 
and huge warming closets. There 
are some with tanks for hot water 
and some without. 


Scme are of beautiful grey or blue 
or white porcelain and nickel, whole- 
somely sanitary and designed to 
match the finishings of a blue, white 
or grey kitchen. 

This store carries a large and 
complete line of stoves. They range 
in size from the three burner kitch- 
enette apartment stove to a six-hole 
double oven cabinet range. The 
different sizes and finishes make the 
difference in prices and they make 
the difference in customers as well. 

The accompanying photograph 
shows the all-white, porcelain enamel 
gas ranges which are so handsome 
and of such sanitary appearance. 
These stoves which would be an 
ornament to any kitchen and they 
are desired by every housewife who 
sees them. 

The heating stoves include a group 
of huge base burners while the heat- 
ers range in size down to a wee, air- 
tight, wood stove.. Stoves burning 
various kinds of fuel are carried in 
stock. 

In this store each line of stock 
is in charge of a single sales person. 
It is his duty to see that this stock 
is kept in immaculate order. A 














The stove department of the Bunting Hardware Co : 
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Kansas City, Mo., displays its exceptionally large line of stoves in attractive 
and convenient fashion, as you can readily see 



















































ER rash IOS 


BS Se 





December 22, 1921 


HARDWARE AGE 


65 














speck of dust or a finger mark is 
not allowed to rest on a single stove 
for very long. Each morning sees 
the stove man in the store bright and 
early, frequently three-quarters of an 
hour before the store opens. So 
careful is he in wiping away the dust 
that a customer may come in and 
lay a white gloved finger on any of 
the porcelain or nickel trimmings 
without fear of soiling her gloves. 

Some of the stoves stand in rather 
obscure corners, but the well-kept 
shining trimmings make them stand 
out and fairly cry for attention. 

Good Service for All 

This store caters to all classes of 
trade. Mrs. Aristocrat from the 
Country Club may find a beautiful, 
enameled stove in blue or grey or 
dazzling snowy white to install in a 
white or blue or grey kitchen, a 
stove complete in every detail, and 
with the store’s guarantee of dura- 
bility and construction. Mrs. Ital- 
iano from the North End may find 
a stove to fit in her kitchen or a 
gas plate to go in her laundry. The 
firm’s guarantee holds with her pur- 
chase, and in each instance the in- 
stallation is made by the firm’s work- 
men. 

The salesman who sold the two, 
takes just as much pleasure in show- 
ing the stoves, and is just as 
courteous in making the smaller sale 
as in taking care of his wealthy cus- 
tomer’s order. The salesmen work 
on salary and commission, and the 
commission feature surely proves an 
incentive to business. 





of displaying them to advantage 


When a woman buys a stove she 
buys it for a period of years, and 
she wants the very best stove she 
can afford to buy. If she does her 
own work she appreciates the value 
of a good range, and she knows just 
how much time she can save or lose 
with good tools in her kitchen. 

She knows what a stove must do, 
and she knows a number of things 
that it shouldn’t do. She will ask 
the salesman a lot of questions, and 
upon the intelligence of his answer 
will depend the sale of the stove. 
If he pleases her he has won a cus- 
tomer for the store, one who will 
probably ask for him when _ she 
comes in, and upon these good cus- 
tomers depend the life of good busi- 
1ess. 

The camper will require a stove. 
He may come in asking for a grill 
to place over hot coals in a small 
open air stone furnace. If he is 
traveling overland he will be pleased 
to be shown the small one, two or 
three burner oil stoves with or 
without the portable ovens, which 
may be fastened to a small platform 
or to the side of the car. 

Oil cook stoves are very desirable, 
especially in the suburban districts. 
They are really ideal in summer, as 
the minute one turns out the fire 
the heat is gone. They make a quick 
hot fire, and save stoking and firing 
a big wood or coal range. 

Furnishing Supplementary Heat 

City people or people living in big 
houses or apartments where furnace 
heat is provided will find that a lit- 











Fireplace fixtures and accessory heaters are in great demand at this season of the year. This illustration suggests a good way 


tle supplementary heat is often nec- 
essary. This being the case, they 
can frequently use small oil heaters 
which may be carried about from 
room to room. They are good pros- 
pects for the handy little electric 
heaters which may be attached to 
any light socket and which furnish 
a most agreeable heat for any room. 

Gas jet heaters also sell very read- 
ily, as they are easily attached to any 
gas jet, make a quick heat and are 
inexpensive but highly efficient. One 
of the most recent innovations is a 
new style of gas grate which con- 
sumes all gas, either natural or arti- 
ficial, and which can be built in or 
used in the open. 

Attractive Fireplace Fixtures 

Perhaps the most attractive arti- 
cles are fireplace fixtures. There is a 
big demand for fixtures for fireplaces, 


from those which burn big logs 
of real wood down to those which 
consist of a group of gas logs. Sets 
of andirons, grates, fire sets and fire 


screens in iron, Swedish iron, brass 
and hammered brass, ranging in 


prices from $3 to $36 and showing a 











complete set of each design and 
workmanship and kind of material 
are carried. The shining brass fix- 
tures make a brilliant spot of color, 
and brighten up the end of the room 
which is screened off so as to show 
them to their best advantage. The 
effect of a fire in the grate is simu- 
lated by electric lights in red globes, 
which are buried under fire brick in 
a model fireplace, or placed carefull; 
and effectively behind the gas logs. 
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Here's a good example of the way to 
advertise a range sale 


Chilly days bring the customers in 
droves, for while gas ranges sell the 
year round, the sale of heaters and 
gas logs is limited to from two to 
three months. If the heating stoves 
and fireplace fixtures are not sold 
at that time they are liable to be left 
on hand to be carried over to the 
following winter. Therefore the ad- 
vertising, window displays, and buy- 
ing and selling schemes must be 
carefully planned and watched and 
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every available means must be used 
to put them before the public. 


Making it Easy for the Customer 


The store referred to makes every- 
thing as easy for the prospective cus- 
tomer as possible. 

The time payment plan, with so 
much down and so much per month, 
is arranged for those who want to 
distribute their budget to cover this 
additional expenditure. 

Many women want to “look about” 
before buying, and in view of this 
fact a prospect book is kept with the 
name and address of the customer 
and the salesman who waited upon 
her. This helps the advertising de- 
partment to keep tabs on the pros- 
pect in sending out advertising lit- 
erature, and it also aids in settling 
any dispute that might arise regard- 
ing salesmen’s commissions. 

There is a big advantage in keep- 
ing this prospect list and the store 
finds that the customer very often 
comes back and buys when she has 
finished “looking around.” The lit- 
erature sent out helps also, and sales 
frequently result from this jogging 
of the customer’s memory about 
stove buying now and then; it gives 
the store a chance to let her know 
about new lines, demonstrations and 
whatever interesting may come up. 


Featuring Special Sales 


Special stove sales are held at in- 
tervals during the fall months. At 
this time some new line or a new 
design of a well known make is of- 
fered either at an especially at- 
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This proves that much can be adver- 
tised in a small space 


tractive price, or if that.is not fea- 
sible an attractive lot of kitchen 
ware is offered with each stove sold 
during a given time. This seldom 
fails to win attention. Sometimes a 
broken lot of a discontinued model is 
closed out at a very low price. 
These sales are carefully advertised. 
The big front windows are artisti- 
cally decorated; if necessary the 
sales force is supplemented by addi- 
tional help and whether the season 
is dull or not these sales never fail 
to bring good results. 

Success in stove sales will result 
from a number of reasons—careful 
merchandising; clean, carefully kept 
stock; an intelligent assortment of 
the most popular sizes of certain 
grades; advertisement of well known 
goods; and an intelligent pushing of 
new and desirable lines. 


Profits for Hardware Ricdlens in Ladders 


Ladders Are Essential to the Making of Interior and Exterior Re- 
pairs and Additional Revenue May Be Gained by Selling Them 


VERY retail hardware dealer is 

to-day seeking those items 
which can be sold at a profit. He 
has marked down some lines and still 
they fail to move. Therefore he 
wants to make up his lost profits 
through some other source. 

Many live merchants have started 
off on the right foot by pushing sales 
of ladders. Business in certain lines 
has slumped, leaving a hole in their 
incomes—a hole that must be 
plugged in order to keep up their 
standard. 

Paint business has kept up very 
well. In fact the opportunities for 
selling paint were never better. 
With this in view, it is well to re- 
member that ladders go hand in hand 
with paints. The man who paints 


his home needs a ladder. The regu- 
lar painter holds a ladder as part of 
his necessary equipment. No home 
is complete without a step-ladder, 
and in many cases an extension lad- 
der also, Wherever hardware stores 
carry wall paper, they find them- 
selves in continual touch with pros- 
pective ladder buyers—people who 
are willing to pay money for an item 
which carries a real profit. 

One thing which has a direct bear- 
ing on ladder sales is the excellent 
co-operation of ladder manufactur- 
ers, who are always willing to fur- 
nish dealer helps. One manufac- 
turer in Davenport, Iowa, not only 
furnishes literature, electros and 
many other dealer helps, but in ad- 
dition has developed a sales plan for 


general distribution among hardware 
merchants who sell his line. Such 
methods cannot help but show results 
and should be appreciated by the re- 
tailer. 

This is an especially good time to 
push small and medium sized step- 
ladders, which are so extensively 
used in house cleaning. There is 
also an excellent opportunity just 
now to sell extension ladders, as the 
man of the house will soon be con- 
fronted with the task of putting up 
storm windows, cleaning gutters, 
etc., in preparation for cold winter 
weather. 

It is high time to advertise and 
push ladders. It is one of the ways 
to overcome the lost profits from 
slow-selling lines. 

















Proving the Case for Glass Baking Ware 


Burke & Wright of Waukegan, IIL, 
Displaying lose and Pastry Baked in Glass D 


Increased S 


Sales by 
Dishes 


—Selling Points Worth Remembering 


the housewives of the ’60s and 

"70s could step into the modern 
kitchen they would undoubtedly 
throw up their hands in shock and 
surprise. So many conveniences are 
now accepted as the common thing 
in the modern woman’s workshop 
that our grandmothers and their 


T the cooks of colonial days and 


glass baking ware. The use of glas: 
for baking is a matter of recent 
years. In the sense of being a mod- 
ern innovation, transparent oven- 
ware is among the new things which 
women want. 

Is there a hardware store any- 
where that does not sell glass baking 
ware? If so, it is indeed a rarity. 


ware the hardware man is enjoying 
the bulge of the business, which is 
is it should be. 

The illustration shows an attrac- 


tive window devoted to glass oven- 
ware. It was recently shown by 
Burke & Wright, Waukegan, IIL, 
and is the product of William A. 
Lundy, who knows how to combine 





transparent 














Burke € Wright, Waukegan, IIl., 


had been baked in the dishes shown. 


mothers would almost fail to recog- 
nize it as a kitchen. 

This does not only apply to the 
heat-regulated gas stove, the elec- 


trical dishwasher and the bread 
mixer, but to many other articles 
which save wrinkles and _ lessen 
work. And it is sometimes these 


little things that count the most, for 
the reason that they are used oftener. 
Sometimes finances prevent the buy- 
ing of the more costly devices. 
There are, however, a hundred and 
one articles the housewife wants for 
her kitchen and which she can have 
easily in view of their inexpensive- 
ness. 

One of the small things that is im- 
portant in the eyes of the woman is 


created interest in their display of glass baking dishes by exhibiting bre 


William A. Lundy was the 
If any pretense is made of having 
cooking dishes, glass ware must be 
included. It is just as much a part 
of the cooking utensils table 
aluminum or granite ware. Few are 
the homes in which glass baking 
dishes are not found, and many are 


as 


the homes that have more of this 
kind of ware than any other. The 
hardware merchant cannot even 


pretend to be caring for the needs 
of his women patrons if he does not 
stock and show glass ovenware. On: 
of the largest manufacturers of thi 
modern means of making good me: 
disposes of 85 per cent of his product 
through the hardware stores. It will 
accordingly be seen, that while the 
department store sells this kind of 
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man responsible fo 


ad and pastry which 
this windou 
good sense with good taste and 
make his windows. real selling 
messages. The display was used in 
October and had the Hallowe’en 
atmosphere. B d yellow, of 
course, Was the ¢ scheme for this 
display ar these colors proved a 
very effective background for the 
shining « nware. 
M I dy has made effective the 


ol ng “the proof of the pudding 


the eating.” Not literally has 


he done that, for it would have been 
mpossible to have fed the hundreds 
who paused to look at this display, 


He has, however, proved th e case 
glass ovenware by showing just how 
well it bakes 


pie, ak and 
There is nothing like making out 
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your case completely and this win- 
dow has done it. The goods are well 
shown; the sales story is told; the 
price is given and the skeptical are 
put to rout with unbeatable proof 
that claims are not claims, but 
actualities. 


Getting Repeat Business 


One of the best features of the 
transparent ovenware business is 
the repeat feature. One is just as 
sure to follow the initial purchase 
by another purchase as she is to fol- 
low breakfast by lunch. The first 
sale is but the beginning, and other 
sales are sure to follow. Women 
usually start by trying a pie dish 
or a bread dish, and when they find 
how very satisfactorily it works they 
go in for casseroles, compotes and the 
other dishes. After they have a good 
assortment of the plain dishes they 





The Hardware University 
Noy. 30, 1921. 
To the Editor of HARDWARE AGE, 
Dear Sir: 

The suggestion that was made to 
the effect that a hardware training 
college be founded, has aroused de- 
finite opinions and various inter- 
ests among us. 

As a man behind the counter, I 
consider the idea of educating a 
salesman to know his wares as ex- 
cellent, but I find the idea of estab- 
lishing a school for that purpose 
as unpractical. 

We are living in an age of spe- 
cialization, and in keeping with 
this salespeople should be trained 
within certain prescribed limits. It 
is a physical and mental impossi- 
bility to ‘straddle’ the knowledge 
of the facts of the countless items 
considered under the heading hard- 
ware. 

Hardware selling may soon be 
classed under the professions, but 
the successful man is a specialist. 
The salesman who wishes to suc- 
ceed must concentrate and special- 
ize. Careful reading of trade jour- 
nal, manufacturer’s advertisements 
and sales-helps and sales-talks will 
do more towards preparing the 
salesman than any _ theoretical 
academic knowledge. 

Sincerely yours, 


J. KELLER. 











Louis W. Eckhardt, for more than 
twenty years engaged in the hardware 
business in Findlay, Ohio, being a mem- 
ber of the firm of Brobst-Eckhardt 
Company, died recently, aged sixty-two 
years. 
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hear the fancy voice of the engraved 
ware, and, accordingly, start to ac- 
cumulate a set of the better looking 
and more expensive engraved num- 
bers. Particularly will the woman 
want the engraved casserole and 
similar dishes. 


The Selling Points 

The sales points pertaining to 
good glass ovenware constitute a 
very fine argument in their behalf 
and will win over even the skepticai 
woman who prefers to “stick to tin” 
or some other and older material for 
her baking dishes. You can tell her 
that glass has these advantages: 

It will not chip. 

It will not break from the heat of 
the oven. 

It is easy to wash and clean. 

It permits baking and serving in 
the same dish. 


U. T. Hungerford Dined by 
Friends in Copper Industry 


U. T. Hungerford, president of the 
U. T. Hungerford Brass & Copper Co., 
New York, was a guest of honor at a 
dinner given by friends prominently 
identified with the copper industry, at 
the Hotel Biltmore, Wednesday even- 
ing, December 14, in celebration of his 
eightieth birthday. The arrangements 
of the dinner, which was tendered by 
Bernard Ris, secretary of the company, 
were complete and included the presen- 
tation to each guest of a cartoon of 
himself and an excellent photograph 
of Mr. Hungerford. 

Mr. Hungerford was born in Tor- 
rington, Conn., December 14, 1841, and 
was one of twelve children of John and 
Charlotte Austin Hungerford. He comes 
from New England stock dating back 
to 1639. The name has been intimately 
associated with the brass industry in 
Connecticut where his father, John 
Hungerford, im 1834, built, the first 
brass mill in Torrington. 

Mr. Hungerford has always main- 
tained an active interest in the place 
of his birth and on May 28, 1917, pre- 
sented to the town the large and com- 
pletely equipped Charlotte Hungerford 
Hospital in memory of his mother. 

In 1865 he became associated with 
Wallace & Sons Brass & Copper Roll- 
ing Mills, Ansonia, Conn., acting as 
their New York representative and 
manager until 1895, when he estab- 
lished the U. T. Hungerford Brass & 
Copper Co. He is also president of 
the Hungerford Securities Corporation, 
founder of the Hallenbeck-Hungerford 
Realty Corporation and other com- 
panies. 

Endowed with a rugged constitution 
and generously equipped with mental 
attainments, Mr. Hungerford’s capac- 
ity for work seems almost inexhaust- 
ible. Although residing at Briarcliff, 
N. Y., it is rare indeed that he misses 
his daily visits to the company. 
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It is strictly sanitary. 

It is attractive. 

With such an array of points in 
favor of glass ovenware, is it any 
wonder that it is one of the best 
moving items in the kitchenware de- 
partment of the hardware store? 

And it’s a year-around seller too. 
It is one of the best Christmas items 
in the store, but it is also a lively; 
item spring and fall, summer and 
winter. Cooking utensils are a daily 
necessity and are sold between every 
sunrise and sunset. They make 
ideal gifts, these glass ovenware 
dishes, and they are in popular de- 
mand as anniversary presents and 
as gifts to brides. 

Keep the story of transparent 
ovenware before the housewives of 
your community all of the time, and 
enjoy that rapid turnover which is 
at the bottom of all success. 





Optimism Appreciated 


SURPLEsS, DUNN & Co., 
New York, Nov. 30, 1921. 


Mr. Llew Soule, 
c/o “Hardware Age” 
New York, N. Y. 
Dear Llew: 

Stopping just a moment in my 
endeavor to awaken people to the 
fact that our country is wonder- 
fully sound financially and politic- 
ally, and that business is still 
going, accept with satisfaction this 
opportunity to congratulate you on 
the exceptional article entitled 
“BARS TO BUSINESS PROGRESS” in 
the Dec. 1 edition of the HARDWARE 
AGE. 

We will agree that the world 
is made up of lifters and leaners; 
and after the last five or more 
years our people have enjoyed, 
when extravagance and pleasure- 
bent ruled the day, it is not diffi- 
cult to understand why so many 
are having a hard time getting 
back to a normal state without ex- 
periencing a more or less depressed 
state of mind, which unfortunately 
to the individual results in a most 
severe handicap, and thus discounts 
the results of personal effort. 

The writer welcomes association 
with the optimist, you will find the 
latch string in the usual place. 

Sincerely yours, 
OLIVER B, SURPLESS. 











A. A. Albaugh has been appointed 
vice-president and general manager of 
3arnhart-Davis Co., Warren, Pa. Mr. 
Albaugh was formerly general super- 
intendent of the Jacobson Machine Mfg. 
Co., Warren, Pa. 
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Forty-Five Washing Machines in Four Weeks 























Clothes were ac- 

tually washed in 

full view of every- 

one and the con- 

trast in methods in- 

terested the spec- 
tators 













shows a “live”? window display 

which was run for two weeks 
by the Warner Hardware Co. of 
Minneapolis, Minn. This display 
produced results far beyond expecta- 
tions, at a time when most merchants 
feel that business is dull and that 
the public has refused to spend its 
money. 

The illustration shows a view of 
the outside of the store during the 
washer demonstration. It does not 
correctly represent the number of 
people stopping to see the display, as 
the photographer had to choose a 
time when the crowd was quiet and 
not too dense in order to show some 
of the window and not have the pic- 
ture too blurred. 


| ss accompanying illustration 


Contrast Proves Effective 
One large window was partitioned 
off into two separate rooms, and in 
one was placed a young woman with 
the old style tub, actually washing 
clothes in the old way; on the other 
side in actual operation was the 
washing machine sold by the com- 
pany. The window cards’ were 
changed frequently, and were suffi- 
ciently interesting so that some of 
the onlookers would wait “to see 

what the next one would say.” 
Demonstrators in windows always 
attract attention, and when followed 
up by consistent advertising, rarely 
fail to produce good results. While 
every hardware dealer may not have 


That’s the Reeord the 


Warner Hardware Co. 


Made with a Display Which Contrasted the 
Old and New Methods of Washing 


room for the double demonstration 
he undoubtedly can at least show the 
electric washer in operation. 


Increasing Sales 

Here is an illustration of the dif- 
ference in the ordinary method of 
the average hardware dealer and 
this special effort on the part of this 
company: Some time ago a hard- 
ware store stocked a very good 
electric washer, putting in an ordi- 
nary window display for a short time, 
and as customary with some dealers, 
placed the machine in rear of the 
store in the houseware department; 
with the result that not over six 
machines were sold in two years. 
Compare this with the fact that dur- 
ing the two weeks of the demonstra- 
tion we describe and the two follow- 
ing weeks forty-five washing ma- 
chines were sold. And this in a 
store that does not carry the general 
line of so-called “household goods.” 

Consequently, it will be seen that 
this intensive campaign not only 
made a good profit, but has definitely 
fastened in the minds of the public 
that this company handles electric 
washers. 

This season of the year is the op- 
portune time. Washing is most dis- 
agreeable in cold weather, in addi 
tion to which Christmas is soon here 
and a washing machine is getting to 
be a popular gift from husband to 
wife. Remind your men customers 
of this. 
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Right now is a good time to try 
this’ out in your particular com- 
munity if electricity is available, and 
if you feel you cannot go at it in as 
big a way do your very best and you 
will be agreeably surprised at the 
results. Above all things don’t for- 
get to let your customers know you 
are on the job. Advertise as heavily 
as your community warrants, mail 
circulars, demonstrate freely, and 
get yourself and your sales force 
thoroughly posted on the machine 
you are selling. Talk as little about 
the other makes of machines (no 
matter what they are) as possible, 
but bring forth the merits of your 
own. 

Needed in the Home 

Every home needs an _ electri 
washer of some kind and sooner or 
later should have it. Make up your 
mind it might as well be bought 
from you. No man or woman now 
disputes the need of one, as was the 
case some years ago. but it is simply 


a ease of convincing the customer 


that it is an economy in health, and 
also in time and wear on clothes, and 
that he cannot afford to be without 
one 

Offer to demonstrate the machine 


1 handle at the prospect’s home at 
i convenient time. During the dem 
onstration have the lady of the house 
operate the machine, while you ho!d 
forth on its merits. You will find 
that you return with an order th 


majority of times. 
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Display Costing $2, Results in Record Sales 


The Fitchburg Hardware Co., Fitchburg, Mass., Did 
Record-Breaking Business in Sporting Goods by 
Means of an Inexpensive Window 


ing goods in a window or else- 

where is, as everybody knows, 
to help dispose of those things offered 
for sale by the merchant. It is a 
simple matter to. select various 
articles from one’s stock and to ar- 
range them in a window in an at- 
tractive manner. But it does not 
necessarily follow that sufficient sales 


jhe primary object in display- 


ment that enters the window dress- 
ing problem, that is just as essential 
as the personal contact between mer- 
chant and customer. Unless this 
personal element is allowed to give 
expression in a window display, it is 
unreasonable to expect big results 
or the dresser to advance in his field. 
A display man should understand 
human nature, and understanding 


Hardware Co., Fitchburg, Mass 
During the past two months or so 
the company has featured a large 
number of window displays with 
excellent results. For instance, a 
half window was recently devoted to 
a floor wax display. The company 
sold 25 lb. of floor wax the first day 
of the display, and in the next five 
days enjoyed an unusual business in 














?. H. Trombly, of the Fitchburg Hardware Co., Fitchburg, Mass., decorated this window at a total cost of $2 for the brush 
The foliage came from nearby woods while the stuffed birds were borrowed 


moss which covers the floor. 


will result from such a window dis- 
play to pay for the bother and time, 
and therefore money spent in the 
effort. The question of window dis- 
play is often neglected by the store 
management, simply because it is 
felt that other matters of more im- 
portance demand all of one’s atten- 
tion. In such instances window 
dressing is turned over to a sales- 
man. He is usually given a free 
hand insofar as material on hand is 
concerned, but has little or no author- 
ity to go outside of the store for 
help because it might involve the 
expenditure of money. 

There is, however, a personal ele- 


should be allowed to apply this 
knowledge to his work if the store 
manager expects a message to be put 
across effectively. If a display man 
has ability the management soon 
discovers it. And if he has ability, 
the management will also soon dis- 
cover that he can do effective work 
with very little money. ‘ The money 
expended by this man usually is re- 
turned many times over. Resource- 
fulness and ability go hand in hand. 

An illustration of what can be 
done by a display man who under- 
stands human nature and is allowed 
to apply this understanding to his 
work, is found in the Fitchburg 
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this particular kind of merchandise. 
A combination circular wood saw, 
carpenters’ tools, small tools and 
builders’ hardware window resulted 
in larger sales of such things than 
had been previously experienced in 
months. Again, an electrical ap- 
pliance window kept the clerks be- 
hind the counters on the jump for a 
week, and forced the management to 
place repeat orders with manufac- 
turers. These are but a few of 
many instances in which the window 
displays resulted in big sales. 

We are all curious. We want to 
see something new. We expect it in 
this age. So in all of the mentioned 
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displays something a little different 
than is usually expected of a hard- 
ware store was injected into the 
window. One or more moving ob- 
jects, live animals or birds, a wealth 
of coloring, or something entirely 
foreign to a hardware store draw 
the passer-by to the window. After 
the passer-by’s curiosity is satisfied 
he naturally investigates goods on 
display. The combination of the un- 
usual, the practical and the human 
element in a majority of cases brings 
a customer into the store. 


A Novel and Inexpensive Display 


The accompanying _ illustration 
shows one of the recent sporting 
goods displays by this Fitchburg 
store. It will be noted that few 
sporting goods articles carried by the 
firm are in evidence. Emphasis, 
therefore, is not put so much on such 


Metropolitan Hardware Ass'n 
to Hold Annual Dinner 


The annual dinner of the Metropoli- 
tan Hardware Association will be held 
at the Hotel Commodore, Forty-second 
Street and Lexington Avenue, New 
York City, Wednesday evening, Janu- 
ary 18, 1922, at seven-thirty. The din- 
ner has been arranged this year as in 
former years by the Metropolitan As- 
sociation for the hardware trade as a 
whole. — 

H. A. Cornell, chairman of the din- 
ner committee, in speaking about the 
dinner, said: “The annual dinner of the 
Metropolitan Association has received 
the support of manufacturers, jobbers 
and retailers in all former years and it 
is hoped that the same spirit and en- 
thusiasm will be forthcoming this year. 

“This is the only get-together gather- 
ing that is open to all classes of the 
hardware trade. It gives one a chance 
to renew old acquaintances and to 
make new ones. 

“Prominent speakers will address the 


diners and a first class vaudeville enter- 


tainment has been provided for by the 
committee. Tickets are six dollars each 
and an early reservation will greatly 
assist the committee in its work. 
Tickets may be secured from any mem- 
ber of the committee.” 

The banquet committee, of which H. 
A. Cornell is chairman, is composed of 
the following members: R. J. Atkinson, 
1334 Broadway, Brooklyn, N. Y.; A. M. 
Bedford, New Rochelle, N. Y.; C. A. 
Bruhns, 152 Amsterdam Ave., New 
York City; Henry Bond, 285 Wyckoff 
Ave., Brooklyn, N. Y.; C. J. Cornell, 
Tuckahoe, N. Y.; W. J. Crigar, care of 
J. T. Doremus Co., Paterson, N. J.; 
Edward F. Daily, care of A. N. Nelson, 
43 Hamilton Ave., Brooklyn, N. Y.; 
Harry Douglass, 2415 Jerome Ave., 
New York City; Bertram Fowler, 
White Plains, N. Y.; E. V. Hawkins, 
Hempstead, L. I.; F. Hepp, 1400 Third 
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articles as on nature. The most 
conspicuous thing in the window is 
the wealth of coloring in the fall- 
turned leaves which form the back- 
ground. 

This coloring, together with pheas- 
ants, partridge, Woodcock, owl, 
crow, squirrels, caribou head, a 50-lb. 
tarpon, pond shell drake, black duck, 
brush moss, an artificial pool ot 
water, and a tent tucked snugly 
under the foliage, all sink in while 
the sport-lover looks on from the out- 
side. They sink in far more effec- 
tively than would a conglomeration 
of rifles, shotguns, ammunition and 
fishing tackle. The very few fire- 
arms, shells, fishing poles, flies, etc., 
grow and grow in the man’s heart 
as he stands there until he finds him- 
self trying to figure out how he can 
skip away for a few days into the 
woods. When he is in that frame of 





Ave., New York City; Fred Horn, 5401 
Fifth Ave., Brooklyn, N. Y.; J. A. 
Kruger, White Plains, N. Y.; Matthias 
Ludlow, 97 Market St., Newark, N. J.; 
W. F. Littell, Jr., care of Benj. Myer 
Co., Newark, N. J.; Lawrence Landrine, 
Bergen Ave., Jersey City, N. J.; Sidney 
J. Milligan, Mechanic St., Newark, N. 
J.; Joseph Ringler care of Benj. Gilles- 
pie Co., 728 Third Ave., New York City; 
W. F. Rockwell, Somerville, N. J.; H. 
R. L. Rohlfs, 4621 Third Ave., Brook- 
lyn, N. Y.; A. Shimell, 414 W. Broad- 
way, New York City; J. J. Snyder, Sny- 
der and Bedford Aves., Brooklyn, New 
York; C. H. Tilson, 92 Morningside 
Ave., New York City. 





What Do You Think? 


Orange, N. J. 
Gentlemen: 

You would probably call us 
Ishmaels but we think that there 
are altogether too many sales 
stunts going on. We believe they 
are a detriment to bringing normal 
business, in fact we think that nor- 
mal business is back already as far 
as it possibly can be. Business as it 
was in war times will not come 
again until the next war and even 
then it will not be like the last, 
things will be done differently. 

I find business better than it was 
in 1915. I keep a cheerful counte- 
nance all the time. If storekeepers 
would stop bemoaning the “Bad 
Times,” they would have better 
times and would be so busy that 
they they would not have time to 
think about bad times. 

Yours truly, 
A. DRUMMOND. 





Samuel Walter, for many years en- 
gaged in the hardware business in Ne- 
vada, Ohio, and senior partner in the 
firm of Walter & Smith, died recently, 
aged sixty-six years. 
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mind it’s a bet he will shortly leave 
town, but that before doing so the 
Fitchburg Hardware Co. will have 
some of his money. 
Total Cost Two Dollars 

In this case the brush moss cost 
the company approximately $2, but 
it has been used several times since 
then and is carefully put away for 
future requirements. G. H. Trombly 
secured the foliage near his home, 
and borrowed all of the stuffed birds 
and other things used in the window 
display from Fitchburg people. The 
net cost of the window installation 
therefore was $2, plus Mr. Trombly’s 
time. Offsetting this expense is the 
largest fall hunting and fishing 
goods business the company has had 


in years. It started with a rush 
during the week of the window dis- 
play and at last reports was going 
strong. 


New England Hardware 
Associates Meet and Dine 


The New England Hardware Associ- 
ates had a get together meeting and lob- 
ster and chicken dinner at the City Club, 
Boston, on the evening of December 
14, considerably more than 100 attend- 
ing. Austin G. Brown, president, pre- 
sided. During the evening he intro- 
duced V. Otis Robertson, Boston, who 
gave an interesting talk on “The Posi- 
tive in Business”; A. P. Felton, presi- 
dent and general manager Wadsworth, 
Howland & Co., Ine., Boston, paints, 
who put over a message on selling 
paints; Arthur C. Lamson, Marlboro, 
Mass., president New England Hard- 
ware Dealers Association, who made a 
few remarks on the relationship of the 
parent and junior associations; and 
C. N. Sears, Boston, New England rep- 
resentative of the Tucker Tool Co., 
and widely known as a_ hardware 
booster. 

A pfofessional story teller and the 
Webber trio, with musical selections, 
also contributed to the pleasure of the 
occasion. ‘Al’ MacMurray was chair- 
man of the dinner committee. Beside 
President Brown, William G. McIntyre, 
vice-president; Charles L. Titus, treas- 
urer, and Fred W. Armor, secretary, 
were seated at the head table. 


The Westinghouse Electric & Mfg. 
Co., East Pittsburgh, is reported to 
have added $24.38 per share to its sur- 
plus in the last six years. The com- 
pany is said to have now on its books 
a very large amount of business for 
delivery in the early part of next year. 


A. J. Carpenter, North Attleboro, 
Mass., until recently representing a 
roofing manufacturer in the western 
territory, is assisting his successors in 
the hardware business, the Schofield 
Hardware Co., in increasing their ac- 
tivities. 





If You Are Behind the Times— Wake Up! 


Hardware Merchants Should Pass on Manufacturers’ Reductions 
to the Ultimate Consumer—Meeting Mail-Order Competition 


,\ROM a study of conditions as 
affecting the business and in- 
dustrial world to-day, I am convinced 
that only by energy, activity and 
work can a return to normal condi- 
tions be brought about. There must 
also be willingness on the part of the 
producer to accept lower wages, and 
on the part of the dealer to accept a 
smaller margin of profit. And it 
seems to be up to the business man 
to set the example. He must not only 
reduce his prices, but he must tell 
the public of his action, and make it 
perfectly clear to them that he is 
making a sacrifice. I think if more 
merchants would preach that doc- 
trine and have the consumers feel 
that this is a serious time for them 
with stocks on hand and sales below 
normal, that the consumers would 
realize that the merchant is anxious 
to makes sales and would appreciate 
their patronage. 

In order to gain the confidence of 
the people, I think it would be good 
policy to advise them of manufac- 
turers’ price reductions, and intimate 
that these are being passed along for 
their benefit. Retailers, who are not 
willing to take their losses and price 
their goods at replacement values are 
short-sighted. They are driving 
business which would come their way 
to other markets. 

People are aware of falling values 
and follow prices closely. In Canada 
the greatest guide for the average 
householder are catalogs distributed 
by the various reputable business 
houses. Therefore, with mail order 
houses of reputable character adver- 
tising far and wide, it is impossible 
to keep the people in the dark in re- 
gard to prices. The sooner the re- 
tailer realizes this the better. People 
would rather see the goods before 
they buy, and if the local merchant 
can impress it upon them that he is 
not exacting too great a profit, then 
they will buy from him rather than 


New York Boosters to Meet 


Liew S. Soule editor of HARDWARE 
AGE, and other prominent speakers will 
address the members of the New York 
Hardware Boosters at the annual 
luncheon and Christmas meeting of 
that organization which will be held at 
the Hardware Club, 253 Broadway, 
New York City, Wednesday, Dec. 28, 
at 2 p. m. 


By JAMES W. SMITH 


from the various mail order houses. 

Some merchants ask prices that 
breed a spirit of distrust between 
them and the customer. If the cus- 
tomer patronizes a mail order house, 
they have only themselves to blame. 
I think it would be good even for 
them to make a confession, or, at 


Epiror’s Note—The author, 
who is connected with the Bank of 
Nova Scotia, Burgeo, Newfound- 
land, comments upon this article 
as follows: 

“T have been a reader of HARD- 
WARE AGE for some time, and have 
read with interest the helpful 
articles contained therein. With a 
view to contributing my idea, as a 
banker of ten years’ experience, I 
have written the enclosed article. 

“T realize that the entire article 
will not apply to up to date firms, 
but on the contrary is in some re- 
spects antiquated. It was written 
for the benefit of those who need 
an awakening.” 


least. invite the people to allow them 
to show their articles and quote 
prices before sending their money 
out of the province or state. 

Use the newspapers. I am a great 
believer in advertising by simple 
heart to heart talks. Some mer- 
chants, especially those of small 
towns or country districts, seem to 
think that their field is narrow and 
exclusive, and that such things as 
advertising are not necessary. That 
is where they are making a great 
mistake. There are possibilities that 
they do not dream of. Mavhe, if thev 
knew the amount of money sent out 
of their district by bank drofts, post 
office orders and registered letters, 
they would open their eyes. 

People resent paying excess prices 
and unless there is visible penitence 
on the part of the merchant offender, 
they will evade his store whenever 


A large attendance is expected as 
most of the metropolitan salesmen are 
off the road during the week between 
Christmas and New Years. The an- 
nual Christmas meeting of the Boosters 
is becoming an institution in the New 
York district for hardware salesmen. 
Special attractions, it is said, are being 
arranged for this year’s meeting by 
R. W. Scobell, Chief Booster, and C, C. 
Dietrich. 
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possible. Some country folk, before 
going to town with their produce, 
study up catalog prices, and know 
just what the article they want to 
buy is worth. They go into the re- 
tailer’s and ask the price. If it is 
right they will buy it, if not they 
will tell you that they do not think 
they will buy to-day, or perhaps some 
will be candid enough to tell you the 
reason for not buying. If they do 
open up, do not lose your opportunity 
of competing with your great com- 
petitor. Take a smaller profit than 
you had set on your article; you will 
make up for it in advertising in the 
first place, and satisfied customers in 
the second. 

Customers have long memories, 
and are unforgiving in the matter of 
hold-up prices. Several years ago, 
I knew of a prosperous farmer who 
wanted to buy a certain article. He 
priced it in three hardware stores 
and found the prices were all alike. 
It somewhat exasperated him, as it 
seemed a “combine” to him, and he 
said: “I’ll send my money a thousand 
miles away from here where I can 
get the same article for less.” All 
merchants are aware of this compe- 
tition, and most of them take steps 
to meet it. But I believe on the 
whole it does not receive the amount 
of thought it should. 

Then a word in regard to stocks. 
Do not over-load, nor let them 
dwindle to a point where business 
will have to be turned elsewhere. 
The hand-to-mouth method may have 
its good points, but it is offset by 
many evils if it is overdone. The 
profit you lose on an article called for, 
which is out of stock, would probably 
more than double the loss you would 
sustain in its value through a falling 
price. Therefore, it would appear 
that it pays to keep a good assort- 
ment of stocks from a sales basis, 
and from a point of retaining or 
building trade. 


Walter H. Wesson Dies 
Walter H. Wesson, former president 
of Smith & Wesson, Springfield, Mass., 
died recently at the age of seventy-one. 
He was the eldest son of the late Daniel 
B. Wesson, the founder of the firm of 
Smith & Wesson. 


Philip Harris has opened a hardware 
and automobile accessory store at 39-4] 
Rerwick Street, Melrose, Mass. 
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EDITORIAL COMMENT 


AN INVENTORY OF MEN 


USINESS needs an inventory of men as 

well as merchandise. Once each year 

we take stock of the goods on our 

shelves, but we take for granted the 
human assets and liabilities on which hinge ulti- 
mate success or failure. 

Every retail merchant owes it to himself and 
to his business to take a personal inventory of 
the things, outside of stock and fixtures, which 
have a bearing on that business. Such an inven- 
tory deals with the human element, its strength 
and its weakness. It will undoubtedly reveal 
unsuspected stickers, shortages and dead stock. 
In all probability it will also reveal a high per- 
centage of unnecessary mental overhead. 

Chief among the unnecessary items of mental 
overhead are envy, distrust, jealousy and discord 
—dead stock to be junked. If the time and 
energy devoted to fighting competitors could be 
diverted to co-operating with them for mutual 
good, business would be better for all. Hard 
times are often but the result of top-heavy 
mental overhead. 

The personal inventory will, in all probability, 
disclose an overstock of petty attention to detail. 
Too many merchants are spending hours of 
valuable time daily on unimportant detail that 
should be handled by a subordinate. Through 
doubt in the ability of others to do the simple 
things, they lose their own opportunity to do 
the bigger things that build for permanent busi- 
ness success. 

Another liability that may be brought to light 


by the personal inventory is one of worry. All 
worry is dead stock. Most of the things men 
worry about never happen. Worry tears down 
what work builds up. Cut down your stock 
of worry and replace it with the staple lines 
of faith and work. 

Set down in black and white your stock of 
business ability, of knowledge, of integrity, of 
character and of reputation. Study the record 
carefully, because this is the part of your per- 
sonal inventory where the shortages are liable 
to appear, and shortages add tremendously to 
the mental overhead of a business. 

List your personal assets. Are you good- 





natured? Do you smile? Do you know people 
not just their faces, but their names, their busi- 
ness, their families and their hobbies? How 
is your stock of human interest? Do you indi- 
vidualize your customers? Is your memory 
good? What does the record say about the milk 
of human kindness. Remember, you are selling 
an idea and the stock is yourself. 

Finally, list the personnel of your business— 
the salesmen, bookkeeper, delivery man. Under 
each one group the human qualities that help or 
retard your business. Compliment them on their 
virtues and aid them to correct their faults. The 
faults are yours as much as theirs. 

Take your personal inventory while the spirit 
of Christmas is with you. Then cut down your 
excess mental overhead; junk your dead stock 
and fill in your shortages. Do it now before 
you take your merchandise inventory. Improve 


vourself and your business is sure to improve. 
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WESTERN RETAIL IMPLEMENT VE- 
HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 18, 
19, 1922. Headquarters, Coates House. 
Sessions in Century Theater. H. J. 
Hodge, secretary, Abilene, Kan. 

Paciric NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Col., Jan. 24, 25, 26, 1922. W. 
M. McAllister, secretary, Boulder, Col. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, Jan. 
24, 25, 26, 27, 1922. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Atheneum Hall, Indianapolis, 
Jan. 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 

KENTUCKY HARDWARE 
ASSOCIATION CONVENTION, Jefferson 
County Armory, Louisville, Jan. 24, 
25, 26, 27,1922. J. M. Stone, secretary, 
Sturgis. 

TEXAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Dallas, Jan. 24, 25, 
26, 1922. Headquarters Adolphus Ho- 
tel. A. M. Cox, secretary, 1808 Main 
Street, Dallas. 

IDAHO RETAIL] HARDWARE AND ImM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
Dates to be announced later. E. E. 
Lucas, secretary, Hutton Building, 
Spokane, Wash. 

WEST VIRGINIA HARDWARE ASSOCIA- 


IMPLEMENT 


TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Seb. 1, 2, 1922. 
James B. Carson, secretary, 1001 


Schwind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Jan. 31, 
Feb. 1, 2, 3, 1922. George H. Dietz, 
secretary, 414-417 Little Building, Lin- 
coln. 

NoRTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Minot, Feb. 8, 9, 10, 1922. Charles 
N. Barnes, secretary, Grand Forks. 

IowA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Des 


“Save the Surface” Campaign 
At a recent meeting of the Pitts- 
burgh Paint, Oil & Varnish Club held 
in that city, the “Save the Surface” 
campaign was endorsed and the club 
authorized the business promotion 
committee to take charge of the mat- 
ter. James Forrester is chairman of 
the committee. It is also planned to 
have the “Save the Surface” motion 





Coming Hardware Conventions 


Moines, Feb. 21, 22, 23, 24, 1922. Ex- 
hibition at the Coliseum. A. R. Sale, 
secretary, Mason City. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION. City Auditorium, Okla- 
homa City, Feb. 7, 8, 9, 10, 1922. W. B. 
Porch, secretary - treasurer, Oklahoma 
City. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 13, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Fulton 
Building, Pittsburgh. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 14, 15, 16, 1922. 
LeRoy Smith, secretary, 1112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D. 
Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, secre- 
tary, 1030 Metropolitan Life Building, 
Minneapolis. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Bond, Hart- 
ford, Feb. 16, 17, 1922. Henry S. Hitch- 
cock, secretary, Woodbury. 

MissouRI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
St. Louis, Planters Hotel, Feb. 21, 22, 
23, 1922. F. X. Becherer, secretary, 
5106 North Broadway, St. Louis. 

VIRGINIA RETAIL HARDWARE Asgso- 
CIATION CONVENTION, Roanoke, Feb. 15, 





pictures shown in Pittsburgh at an 
early date. Delegates to the recent 
paint convention at Atlantic City made 
brief reports of the proceedings. The 
club expects to be active in the promo- 
tion of the “Save the Surface” cam- 
paign during the coming year. 


George D. Lyford, Lyford Hardware- 
Sporting Goods Co., Main Street, Tor- 
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16, 17, 1922. Thomas B. Howell, secre- 
tary, Richmond. 

New York STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHI- 
BITION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 

NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 
23, 1922. George A. Fiel, secretary, 10 
High Street, Boston. 

SoutH DaxkoTaA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mitchell, Feb. 21, 22, 23, 24, 1922. 
H. O. Roberts, secretary, 1030 Metro- 
politan Life Building, Minneapolis, 
Minn. 

SOUTHERN HARDWARE JOBBERS’ ASSO- 
CIATION CONVENTION, New Orleans, La., 
April 19, 20, 21, 1922. Headquarters, 
St. Charles Hotel. John Donnan, sec- 
retary-treasurer, Richmond, Va. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION, New Orleans, La., 
April 19, 20, 21, 1922. F. D. Mitchell, 
secretary -treasurer, 4106 Woolworth 
Building, New York City. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Texas, May 8, 9, 1922. C. L. 
Thompson, secretary, Canyon, Tex. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION; com- 
posed of Alabama, Florida, Georgia and 
Tennessee. Convention and Exhibition, 
Chattanooga, Tenn., May 9, 10, 11, 12, 
1922. Walter Harlan, secretary, 460 
St. James Building, Jacksonville, Fla. 

CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 17, 
18, 19, 20, 1922. T. W. Dixon, secre- 
tary, Charlotte, N. C. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION at Fair Grounds, 
Jackson, May 24, 25, 26, 1922. Head- 
quarters, Heidelburg Hotel. E. R. 
Gross, secretary, Agricultural College. 

NATIONAL RETAIL HARDWARE ASSOCI- 
ATION CONVENTION, Chicago, IIl., June 
19, 20, 21, 22, 23, 1922. Headquarters, 
Hotel Sherman. Herbert P. Sheets, 
secretary-treasurer, Argos, Ind. 


rington, Conn., has been appointed dis- 
trict manager of the Winchester stores 
in that section of New England. Henry 
Alfred has been made manager of Mr. 
Lyford’s store. 


Chase, Parker & Co., Boston, have 
taken over the Winter Bros., Wren- 
tham, Mass., line of taps and dies for 
Boston and vicinity. 














Trade Commission Defends Its Stewardship 


Reviews Work Since Its Organization — Defines 


Attitude Toward Business—Reports on Oper- 
ation of Webb-Pomerene Law 


Congress, in its wisdom, created 

the Federal Trade Commission. 
For six years a governmental agency 
has been in existence for the special 
study of the forms of organization such 
as present-day business adopts and the 
practices it employs. 

A very clear idea of the scope of 
the Commission’s work and of the 
great variety of its activities may be 
gathered from its sixth annual report, 
a copy of which is now before me. It 
is well worth the perusal of any bus- 
iness man, whether he may be inter- 
ested in so formulating his own code 
of ethics as to keep within the letter 
and spirit of the law, or whether he 
may be suffering from the acts of 
others, for which he desires prompt 
and effective redress. 


Has Followed Consistent Policy 


While the personnel of the Commis- 
sion has changed from time to time, 
the tenor of its work has persisted 
with continuity and consistency. That 
tenor has. been characterized by a 
single purpose—to serve the public 
interest by investigating and publish- 
ing all the facts that pertain to the 
forms and practices of business, with- 
out knowledge of which the public and 
business would suffer, and by correct- 
ing those unfair business methods of 
competition which are prohibited by 
law. 

The work of the Commission may be 
said to fall into two divisions—(1) the 
exercise of its duty to prevent unfair 
competition, and (2) its investigations 


S‘ years have rolled ’round since 


By W. L. CROUNSE 


of domestic industry and foreign trade. 
These activities, however, covering as 
they do the varying aspects of business, 
are so closely interrelated as to form 
an organic whole. 

Generally the Commission’s approach 
to the subject of unfair competition has 
been over one of three roads. 

First, through its knowledze of the 
tendencies toward concentration the 
form and manner of that concentra- 
tion, and the results—a knowledge 
which has come through its numerous 
inquiries, undertaken at the direction 
of the Congress, the President, or upon 
its own initiative. 

Second, through its knowledge of the 
practices employed by great units of 
business, in enlarging further their 
size, by devices which lessen competi- 
tion, and tend to monopoly—a knowl- 
edge which has come in part through 
the Commission’s endeavor to apply 
those sections of the Clayton Anti- 
trust Act which are especially under 
its jurisdiction. 


Wrong-Doers in Minority 


Third, through its knowledge of the 
practices usually employed by a small 
proportion of the business world, which 
disturb, annoy, and injure competitors, 
and which in the long run lead to ser- 
ious hindrances to open trade—a knowl- 
edge which has come through the Com- 
mission’s complaints and orders in 
cases of unfair competition. In this 
field the Commission has handled some 
3,000 cases, has issued 788 formal com 
plaints and 480 orders. 

It is a significant fact that with 
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very few exceptions these cases have 
been brought to the attention of the 
Commission by business itself. They 
were initiated by business men who 
appealed to the Commission for pro- 
tection and elimination of unfair 
methods of competitors. They indicate 
the presence of a strong and healthy 
force in American business life tend- 
ing towards the suppression of obstruc- 
tive elements and the upbuilding of fair 
and moral commercial standards. 

The Commission has no punitive 
pewers. It cannot fine or imprison. 
It may merely issue a command to an 
offender to cease and desist, which com- 
mand or order he may have reviewed 
by a court. 


Elimination of Competition 


On the score of the tendency to con- 
centration there has come to the Com- 
mission knowledge of »mbinations 
inimical to the principle of petition, 
and where the Com: elieved the 
Sherman Anti-Trust Law was violated, 
it has referred su matters to the 
Department of Justice. 

On the score absorption of com 
peting companies by a single unit, and 
other practices tending to lessen com- 
petition and to create monopoly, the 
Commission has handled cases under 
certain sections of the Clayton Anti- 
trust Act which are within its jurisdic- 
tion. These relate to the acquisition 
of shares of capital stock, to interlock- 
ing directorates, to discrimination 
selling price, and to tying contracts. 

The Commission has found that cor- 
porations frequently now absorb com- 
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petitors, not by acquiring shares of 
capital stock, but by acquiring the 
physical assets which the Clayton Act 
does not forbid. Likewise the Com- 
mission has found that a great business 
unit lessens competition more often by 
the device of discrimination in price in 
buying its raw material than by dis- 
crimination in price in selling its 
products. 

Similarly, it has been found that con- 
centration of control .of supposedly 
competitive units in the hands of a few 
is accomplished more often by owner- 
ship of capital shares by that few than 
by control through common directors. 


The activities of the Commission under ° 


the Clayton Anti-trust Act have devel- 
oped that frequently the effect of a 
tying contract may be to enable the 
seller to hinder competition without 
bringing himself within the prohibitive 
terms of the law. These ineffectual 
features of the law have been brought 
to the notice of the Congress. 


Enforcement of Clayton Act 

In so far as the provisions of the 
Clayton Anti-trust Act could be applied 
by the Commission they have been 
applied. This has been done in many 
cases and with marked helpfulness to 
free and open competition. 

On the score of competition the Com- 
mission declares it has been “diligent 
in its application of the remedies pro- 
vided in its law, in the thought that 
it was not only serving the public and 
business, the overwhelming bulk of 
which does not use unfair practices, but 
that in these practices are often con- 
cealed the restraints to commerce 
which, if unchallenged, grow to be 
great hindrances.” 

In this activity in preventing unfair 
methods of competition the Commis- 
sion has found two general classes of 
cases as follows: 

First, those practices where a differ- 
ence of opinion as to right and wrong 
exists in trade itself. Such questions 
are highly controversial. They include 
and are typified in the question of re- 
sale price maintenance—that is, the 
right of a vendor to compel a dealer 
to whom he has sold to resell at a price 
fixed by the original vendor. The 
Commission has not undertaken to pass 
upon the general principle, but has 
considered the matter in concrete cases 
before it, issued its order and has car- 
ried the matter to the Supreme Court 
of the United States, where such con- 
troverted practices must be finally 
adjudicated. 

Second, those practices where a 
difference as to the right and wrong 
does not exist in trade itself, but where 
in given cases there is controversy over 
the facts. This class of cases includes 
false advertising, passing off goods, 
simulation of names and kindred un- 
fair practices. 

Method of Procedure 

When the Commission receives notice 
of an alleged unfair method of this 
nature, if it believes the matter is of 
moment, it dockets the information as 
an application for complaint. The facts 
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are then developed by inquiry addressed 
to the complainant and to the respond- 
ent. A report of the developed facts 
is then made to a board of review, 
composed of two lawyers and an econ- 
omist, who summarize the facts, and 
give an opinion as to the fair or unfair 
features, the interstate commerce fac- 
tor, and the public interest. 

A single Commissioner then reviews 
the case and makes a recommenda- 
tion to the Commission, either that a 
complaint issue or that the application 
be dismissed. 

If a complaint is issued, a copy is 
served upon the respondent, who is 
given forty days to make answer. Trial 
before an examiner then proceeds, and 
by sworn testimony and documentary 
evidence the facts are adduced. The 
examiner then prepares a summary of 
the facts and a conclusion, which are 
served upon counsel for respondent and 
counsel for the Commission. 

Counsel may make exception and 
are heard in the final argument on the 
merits of the case and the law before 
the whole Commission. If the Com- 
mission confirms its complaint, an 
order is issued directing the respond- 
ent to cease and desist the offensive 
practice. Appeal lies to the Circuit 
Court of Appeals. 


Few Appeals Taken 


Evidence of the great care with 
which the Commission proceeds in these 
matters, the report asserts, is shown 
by the fact that instances of violation 
of the Commission’s orders are very 
rare, and further by the circumstance 
that only thirty-two appeals have been 
taken from orders issued during the 
life of the Commission. Of these 
thirty-two appeals, twelve were pump 
and tank cases which involved the same 
principle and are, for the purposes of 
this report, considered one case, which 
would reduce the number to twenty- 
one. 


Nature of Inquiries 


The general economic inquiries con- 
ducted by the Commission, have covered 
a large part of the industrial and com- 
mercial activities of the country. A 
knowledge of the organization of busi- 
ness and the competitive conditions in 
various industries and of the costs of 
doing business, investments, prices, and 
profits is of vital importance for the 
most pressing domestic problems that 
confront the nation at the present time. 
Experience has shown, the report says, 
that such governmental inquiry leads 
to constructive resuits in the preserva- 
tion and upbuilding of business. 

The growth of domestic trade must 
necessarily be considered hand in hand 
with the development of foreign trade, 
which at the present time is a problem 
of serious import. In meeting the new 
conditions that affect the foreign trade 
of the United States, and in accord 
with the efforts made to retain and in- 
crease our export trade, the Commis- 
sion has ‘co-operated. with our export 
industries, in a spirit of sympathy and 
with a desire to render service. 


December 22, 1921 


Appreciative response has come to 
the Commission not only from manu- 
facturers and exporters at home, but 
also from business men and the press 
in foreign countries emphasizing the 
fact that the export trade policy of the 
United States, as expressed by the 
operation of the Export Trade Act, is a 
valuable asset in promoting abroad a 
good will for American foreign trade 
and a reputation for integrity and 
superior service. 


Helpful to Export Trade 


The plan for an independent gov- 
ernmental agency, such as the Commis- 
sion, neither prosecuting nor promotive, 
with power to undertake investigations 
of business and trade conditions and 
to report thereon to the legislative and 
executive branches of the Government, 
together with certain restraining pow- 
ers in cases of unfair competition, has 
received close attention in this country 
and abroad. The pioneer work of this 
Commission is doubtless responsible for 
the creation of quite similar agencies 
abroad. Several States of this country 
have enacted similar legislation, and 
similar governmental machinery has 
been established in Great Britain, the 
Scandinavian countries, Canada, Ar- 
gentina, the Union of South Africa, 
and New Zealand. 

In all its various lines of activity, 
the Commission has maintained an 
attitude of impartiality. Each prob- 
lem has been considered in the light of 
the peculiar facts out of which it has 
grown. 

It is recognized that competition 
may take many forms and that as a 
principle, it may, in specific instances, 
be obscured by changes in forms of 
organization and by variations in trade 
practices. But the Commission believes 
that the maintenance of the principle 
of fair competition is imperatively 
needed for the protection of the public 
interest and for the preservation of 
business, and that it is vital to the well- 
being of the Republic. So believing, 
it has exercised its duties and powers 
in accordance with what it considers to 
have been the clear mandate of Con- 
gress, as set forth in the Federal Trade 
Commission Act and the other laws 
with the administration of which the 
Commission is charged. 


Touches on Big Steel Case 


The report sheds an interesting light 
upon the controversy between the Com- 
mission and the various steel companies 
which, upon appeal to the courts some- 
time ago, procured an injunction for 
bidding the Commission to take fur 
ther steps requiring the corporations 
to submit mogthly reports of their busi 
ness. This proceeding is still dragging 
its way slowly through the courts with 
little prospect that the issue involved 
will be solved in the very near future. 
In this connection the Commission 
says: 

“Current statistical reports for the 
steel industry, together with the coke 
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and_pig-iron industries, which were 
initiated during the preceding fiscal 
year, beginning with January, 1920, 
were continued during the early part 
of the fiscal year here under report. 
As noted in the last annual report, the 
temporary injunction against the re- 
quirement of reports on the steel in- 
dustry, which was procured by certain 
steel companies, made it necessary to 
conduct this work thereafter on a vol- 
untary basis. 

“The reports thus received, however, 
although they comprised a large pro- 
portion of the entire industry, because 
of the inclusion of the United States 
Steel Corporation, were not considered 
suitable for the publication of average 
results, as any average figure would 
be practically controlled by the results 
of that company. Consequently, the 
numerous companies which continued 
to make reports were advised in 
November to discontinue them. The 
fact that so many of the iron and steel 
companies made nine monthly reports 
without protest or apparent difficulty 
is a sufficient answer to the objections 
(other than those concerning legal 
authority) which were made by the 
companies which procured the injunc- 
tion.” 


Purpose of Export Trade Act 


An interesting chapter of the report 
deals in some detail with the foreign 
trade activities of the Commission. 
These may be divided into two groups; 
first, the administration of the export 
trade, or Webb-Pomerene act; and sec- 
ond, the investigation of trade condi- 
tions in and with foreign countries 
where associations, or practices of 
manufacturers, merchants or traders, 
or other conditions may affect the for- 
eign trade of the United States, as pro- 
vided in Section 6 (h) of the Federa) 
Trade Commission Act. 

The primary purpose of the Export 
Trade Act was to facilitate the moving 
of American goods to foreign markets, 
to serve as an encouragement to ex- 
porters, and to enable them to compete 
successfully with buying and selling 
combinations of other countries. 

In 1916 the Federal Trade Commis- 
sion in its report to Congress on Co- 
operation in American Export Trade 
emphasized the rapid growth of trade 
in foreign countries, and the encour- 
agement by foreign Governments of 
buying and selling combinations with 
which American exporters must deal 
and compete. To meet this important 
national need, the Export Trade Act 
was passed on April 10, 1918. 

The act authorizes the formation of 
“associations” entered into for the sole 
purpose of engaging in export trade, 
these associations to be exempt from 
the anti-trust laws of the United States, 
with the proviso that there shall be 
throughout the length and breadth of 
the export trade of any domestic com- 
petitor, no enhancing or depressing of 
prices, or substantial lessening of com- 
petition within the United States. 

At the close of the fiscal year end- 
ing June 30, 1921, there were forty- 
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eight associations operating under the 
export trade act. They cover practi- 
cally every kind of commodity produced 
throughout the length and breadth of 
the land. 

The membership of these so-called 
Webb-Pomerene associations includes 
about 1000 plants and factories scat- 
tered over forty-one States of the 
Union and employing a large number 
of workers. Some of the associations 
are composed of small concerns which 
otherwise could not hold their own in 
foreign markets. 

Others are formed by well-established 
houses, which nevertheless are benefitted 
by co-operation under the act. Several 
represent a large percentage of the 
industry in which they are engaged. 

In spite of obstacles encountered by 
all exporters during the year 1920, 
goods to the total amount of about 
$221,000,000 were exported by associa- 
tions operating under the act. 

Steel, copper and cement exported 
were valued at more than $127,000,000, 
and were shipped to all parts of the 
world. Lumber totaled about 344,500,- 
000 feet. 

The value of locomotives, machinery, 
pipes and valves, and foundry equip- 
ment, including wood pipe and tool 
handles, is estimated at more than 
$25,000,000. Textile machinery was 
exported chiefly to France, Spain, and 
Italy. Large orders for locomotives 
are noted from Belgium and Rumania. 

Paint and varnish were exported to 
the West Indies, South and Central 
America, Australia and China; and 
world-wide markets have been estab- 
lished for furniture and office equip- 
ment, soda pulp, webbing and other 
materials, clothespins and general mer- 
chandise. 


Substantial Economies Secured 


Out of the experience of associa- 
tions operating under the act, many 
lessons of economy and saving have 
been brought to light. The old practice 
by foreign purchasers of playing out 
American competitors one against an- 
other is wiped out when competitors 
combine to sell in the foreign market 
through Webb-Pomerene association. 

Collection of information concerning 
foreign market conditions, shipping 
facilities and requirements, foreign lists 
and packing practices, the exchange of 
constructive ideas among members of 
such an association has led to more 
efficient placing and filling of orders. 
The economical advantages of joint 
advertising and selling offices and 
agents and the pooling of administra- 
tive expense are apparent in the sub- 
stantial reduction of overhead by these 
associations. 

Distribution of orders among the 
several members makes it possible to 
complete foreign shipments in less time 
and with more satisfactory results than 
formerly, when each member concer! 
took its own orders and wrestled along 
with the problem of filling them. In 
most cases orders are taken and filled 
by the association, shipments being 
prepared and inspected by agents of 
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the association. The efficiency of this 
plan is evidenced by the satisfaction 
of foreign purchasers and a_ very 
noticeable decrease in claims from for- 
eign consignees. 


Non-Essential Varieties Eliminated 


Out of co-operation under the new 
act new ideas for economical manufac- 
ture have been developed. The elimina- 
tion of many varieties and grades 
which may sell to advantage in the 
domestic market, but for which there 
is no demand abroad, this standardiza- 
tion and specialization of goods, and 
an effort to advertise the specialized 
goods abroad have proved good busi- 
ness. 

A number of associations have 
adopted joint, uniform brands and 
trade-marks. One lumber export asso- 
ciation es that “every piece or 
bundle of lumber loaded for export” 
bears the brand of the association’s 
trade-mark, is registered in 
thirty-one foreign countries. 

The adoption tractive, durable, 
and uniform packages, the staging of 
lectures, demonstrations and exhibits 
to familiarize foreign customers with 
their products, these and other plans 
have been tried out by associations in 
the effort to develop foreign markets. 

One association calls attention to the 
fact that foreign buyers show more 
confidence in placing orders with the 
association than was formerly accorded 
to members exporting individually. 
This has been corroborated in a number 
of instances by American Government 
officials in foreign countries. 

Another states that the act has been 
of great service “in enabling us to 
carry on the export business much 
more efficiently than it ever has been 
in the past,” and “only through the 
solid front that our organization en- 
ables us to present are we at all able 
to hold our own.” 














Practices of Merchants in Foreign 
Trade 

An interesting phase of the work of 
the Commission has been the investi- 
gation of foreign trade practices of 
American firms and_ corporations. 
These investigations are specifically 
authorized by Section 6 (h) of th 


Federal Trade Commission Act. Some 
fifty complaints against American con- 
cerns (not Webb law associations) have 
been investigated during the past year, 
involving breach of « t. fraud, and 
other practices injurious to American 
foreign trade. Some if these com- 
plaints are found to be without merit, 
and report of t Commissioners may 


» respondent of unjust 






serve to clear t 
accusatior Others are made against 
“Py-by-night” coneerns that are diffi- 


1 sometimes impossible to locate; 


ts for the most part, the trouble is 
iue largely to negligence or procrasti- 
nation, 

An American coneern receives an 
order and payment from a firm i 
Europe, or Africa, or some other 
eign market. For one reason or 


(Continued on page 8&9 
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The Retailer Proves His Case—Advantages Obtained by Tying Up 
With Nationally Advertised Goods—A Group of Seasonable Ads 


Time for Automatic Fire Tenders 


No. 1 (2 cols. x 4 in.). 

In the Howard (Mt. Vernon, N. Y.) 
ad, William Ludlum, the adman has 
struck a timely lead. Now that winter 
is upon us in earnest, the job of getting 
the fires going in the morning is less 
appealing and folks will welcome the 
idea of the automatic devices. 

The systems featured will appeal to 
every pocketbook. For as little as 
$4.25 the modest home can install a 
clock, and the man with a large home 
can have his heating regulated by the 
more elaborate outfit. 


A 3-day Gas Range Demonstration 
No. 2 (2 cols. x 8 in.). 

Curtis B. Knighten, secretary-treas- 
urer of the Blakey-Clark Co., Ennis, 
Tex., sent us the “Quick Meal’ ad 
which was one of a series run for a 
week in advance of a three-day demon- 
stration on gas ranges. 

The ad is written by “Tim” the char- 
acter used by the firm and its chatty 
style makes it easy to read. The salient 
points of the range are brought out in 
this talk, and the announcement of 
actual cooking is a lure that the aver- 
age housewife will find difficult to re- 
sist. 





AUTOMATIC FIRE TENDERS] 


All of which economize both labor and fuel. 


The Little Janitor Clock 
$4.25 


The Little Draft-Man 
$15.00 


The Minneapolis Heat Regulator 
$80.00 and $92.00 


For these and ali other time and mumey-saving devices 
| = HOWARD 2 


1—This appeals to the man who 
wants to economize in fuel 














ad 


A Close Link-up with National 
Advertising 
No. 3 (2 cols. x 8 in.). 

The hardware man who makes a 
point of tying up with nationally ad- 
vertised goods can always count on 
more business than he would obtain by 
letting the national publicity do the 
whole job. 

National advertising arouses interest 
in a certain article and puts it up to 





Say, Folks! 


You're invited to our 
‘Quick Meal’ 


Gas Range 
stration, Thursday, 
Friday, Saturday. 


Demon- 


We've got an expert here fromm 
the factory whe «ill do some 
ape nal’ cookip’—jo! to show 
you how easy tt ik to cook om a 
“Quick Meal” Gas Range. 
Learn from our dewonestrator 
how the “Sornin” 

Hermtats > wii tree » 


“po watching 


We ill alxo demonstrate ovr 


“Quick Comfort” 
There are more 


Gas Heaters, 
than 160 of 
these “Quick Comforts” hewt, 


ing the homes sad offices ta 


Iinnts today 


Vm guin’ te look for you 


Please don't disappoine me. 


Blakey-Clark Hdwe. 


2—A_ worth-while 
announcing a@ gas range 





Co. 


method to use in 
demonstration 








the reader to take the next step—look 
up the dealer who sells the product. 
When you make your newspaper pub- 
licity link up to the national ad, you 
make it easy for the reader to buy and 
when you make it easy to buy, you get 
more buyers. 
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$65.00] 
EASY MONTHLY PAYMENTS | 


-. "The manufacturers, after years of testing 
P and studying, present a Vacuum Sweeper of 


a ie 


unusual merit. . 
Cleans thoroughly. 
Prevents backache. 
oover =~ 
carpet. 
Costs 1 cent an hour 
to operat 
> ‘Buy now for House Cleaning. 


BARKER, ROSE & CLINTON 0 


— 

















3—Sanitation, economy and labor-sav- 
ing are emphasized in this attractive ad 


In the ad of Barker, Rose & Clinton 
Co., Elmira, N. Y., the tie-up to na- 
tional publicity is particularly striking. 
The Hoover campaign makes use of 
distinctive silhouette cuts and one of 
these cuts is used in this local ad. The 
reader instantly identifies it as a 
Hoover ad and knows right away where 
he can get the Hoover locally and is 
also informed that it can be purchased 
on easy payments. The points made in 
the national ads are summarized in this 
ad. 

Such close linking up with magazine 
publicity pays well. Just look over your 
advertising and see if you are alive t 
your opportunities along this line. 
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4—Here is copy that covers the subject 
of lamps in comprehensive fashion 







“Chock-full of Reasons Why” 


No. 4 (2 cols. x 7% in.). 

If hardware dealers featured Cole- 
man Quick-Lites during the recent 
Boston lighting hiatus, they must have 
reaped a whirlwind harvest. Be that 
as it may, it must be a great satisfac- 
tion to the rural dweller without the 
: advantages of electricity or gas, to 
:. know that he can obtain a light which 
will exceed in brightness either the or- 
dinary gas or electric light and at the 
same time be freed from the nuisance 
of the kerosene lamp. 

This ad certainly presents the ad- 
vantages of the Coleman light in force- 
ful style. The reader could hardly ask 
for more in a lamp than is claimed for 
this lighting device. The ad was sent 
us by the Buchanan Hardware Co., 
Richfield Springs, N. Y. 

Facts and Figures on Prices 


No. 5 (3 cols. x 11 in.). 

Here is another ad which appeared in 
the November issue of The Oyster, the 
store paper published by the Oyster 
Hardware Co., Lumberport, W. Va. It 
is certainly a strong “come-back” in 
defense of retail hardware prices, and 
it is well written and convincing from 
start to finish. It is not without a 
touch of humor and_ good-natured 
banter, and this makes it all the more 
effective. The three comparative tables 
at the bottom of the ad are brass tack 
talk, and these and the concluding para- 
graph should convince the most skepti- 
cal that in so far as the hardware man 
is concerned, prices have dropped. May- 
be a similar ad would loosen up trade 
in your community. 

You will find any number of people 
throughout the country who are seeking 
to put the blame of present-day prices 
upon the shoulders of the retailer. If 
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these people cvuld only be enlightened 
to some extent a great deal of friction 
would be eliminated. 


Comment on Recent Publicity 


The November issue of Th. Oracle, 
the store paper of Kattman & Tilley, 
Brazil, Ind., is an unusually good num- 
ber. There are many individual ads 
and plenty of humor and general inte} 
est reading matter. 

The Liberty Hardware Co., Vin- 
cennes, Ind., sent us a unique Santa 
Claus letter, addressed to the children 







Farm labor is back at 



























It’s time for us to pick on somebody. 


the decline since last October. 


Peak 
Price 
Keg Sd Nails...$ 8.00 $5.00 


Sash Cord ib.... 1.15 .5@ 
Tin Dinner Paile 1.15 85 


Gas Cocks...... 4S. «25 


at the lowest possible prices. 


an 


—-The “Oyster,” the store pape 
takes up the cudgels in behal/ 


WHEN Newspapers are back at 
&@ penny. 


WHEN a square meal is back 
at a quarter. 

WHEN shaves are back at a 
di 


WHEN Hardware freights from 
St. Louis, now Tic, are 


WHY PICK ON US? 


Aren’t we Americans all in on this proposition? Haven't we got te work it out to- 
gether? Well, then, haven't we, the Manufacturers, tie Wholesalers and Retailers, gone 
much farther than the average in reducing prices and making re-adjustments? 


WE CERTAINLY HAVE 


Were ahead—way ahead of the procession. Now let the rairoads and the mines and 
the streetcars, and the Standard Qil, and soft drink parlors, and the landlords, and the 
hotels, and the restaurants and the draymen, and the bankers, and the barbers, and the 
coal barons in Congress, and the butcher, and the candlestick maker catch up with us. 


THE RETAILER HAS BEEN MADE THE GOAT EVER SINCE THE WAR BEGAN 
We are doing our part to get conditions back to normal. To prove it and te-enlighten 


those people who continually insist that prices are not coming down we are quoting the § 
Peak 
Now Price. Now 


peak price and today’s on 25 articles (and there are many, many more) which would show 


12 qt. Gale. Pall 55 30 


rpen -- 8.36 1.26 Canvas Gloves. .. 
be ag . Tab 150 69 
2agt. Alum. Kettle 4.00 1.75 


Keen Kutter Saw 425 3.00 SSS woe 


Myer’s Deep 
Linseed Oil..... 3.00 1.46 Water Pump... 


Your $149.74 will buy as many goods as $251.10) would six months ago, or it is worth 
$101.66 more than then, and yet we are told almost daily that retail prices have not de- 
clined. We are doing our part to get conditions back to normal, selling dependable goods 


and signed “Santa Claus.” This idea 
should have worked out very well. 
The November number of the Nampa 
Booster comes to our desk filled with 
suggestions for Christmas and plenty 
of interesting reading for the house- 
wife. It is a banner issue. The Booster 
is the store paper of the Christenson 
Hardware Co., Nampa, Idaho. 


The Bristol Co., Waterbury, Conn., has 
ssued a booklet on Bristol’s Belt Fasten- 
rs, showing the various sizes and uses 

’ this product. 


WHEN skilled labor now 8Hec 
to $1.50 is back to 356 
and 45 cents an hour. 


WHEN Money is back at 6 per 
cent. 


$12.59 3 month. me. WHEN Cooks are back at $5 

Gasoline is back at 10 WHEN Steel freights from a week. ro 
Pittbsurgh now 33c ar 

eeaty & a x at back oa ate a tended. WHEN Hair cuts are back at 


a quarter. 
WHEN Movies are back at a 


$25.00 a month. vack at 35¢ a hundred dime 
WHEN Ice Cream is back at WHEN Street car fares are WHEN a car wash is back at a 
10 cents. back at a nickel. dollar. 


FOR THE LOVE OF MIKE 


Why expect the manufacturer, wholesaler and retailer to go the routs alone? Why 
- expect us and no one else to go back to pre-war prices? 


Washir<g Mach. 120.00 75.60 
2% Tire 23.50 12.95 


35 -2e 





3 Be test Paint Mame 
wae 33 nas per GAlvgaet 450 3.50 
sebe is.co / Hdle Shove 2.25 1.80 
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Pittsburgh Association 
Nominates Officers for 1922 


The monthly meeting of the Pitts- 
burgh Retail Hardware Dealers’ Asso- 
ciation was held in the Hotel Chatham, 
Pittsburgh, on Friday evening, No- 
vember-25, and was preceded by a din- 
ner. Samuel K. Waring was chair- 
man, and C. W. Scarborough was sec- 
retary. 

It was reported at the meeting that 
85 per cent of the floor space in the 
Philadelphia Commercial Museum 
building has already been taken for the 
annual meeting of the Pennsylvania 
and Atlantic Seaboard Hardware As- 
sociation, Inc., to be held there on Feb- 
ruary 13-17, 1922. It was suggested 
that members of the Pittsburgh Asso- 
ciation get in touch with manufactur- 
ers and jobbers who have not con- 
tracted for space to make an effort to 
have them take space and show their 
goods. 

The chief speaker was Andrew Con- 
nolly, advertising manager of the Jo- 
seph Horne Co., operating a large de- 
partment store in Pittsburgh. Mr. 
Connolly stated his views on how suc- 
cessful advertising should be done. 
He said that the owner of a suburban 
store should not advertise in a city pa- 
per, but should display his announce- 
ment in the local papers in order to 
get the best results. He strongly ad- 
vocated newspaper advertising, and 
stated that much of the great success 
of the Joseph Horne Co. was due to 
the liberal use of printers’ ink ever 
since the company had been formed, 
more than sixty years ago. 

Nomination for officers of the Pitts- 
burgh Association were made for 1922. 
There are five candidates for president, 
these being J. M. Scott of W. M. Scott 
& Co., hardware dealers of Carnegie, 
Pa.; Gustave Schultz, Carnegie, Pa.; 
A. Reed Orr, Homestead, Pa.; J. R. 
Smith of Digby & Smith, McKees 
Rocks, Pa.; and Hugh S. McKnight of 
the Samuel McKnight Hardware Co., 
N. S. Pittsburgh. Four candidates 
were nominated for the office of vice- 
president, Theodore Backoefer of the 
Oakland Hardware Co, was _ renomi- 
nated for treasurer, and it goes with- 
out saying that the old reliable C. W. 
Scarborough was renominated for sec- 
retary, and will have the vote of every 
member of the association. 

It was decided to move the date for 
the December meeting forward one 
week to December 16, on account of 
the holidays. At this meeting a dinner 
will be given to those present, and 
officers for 1922 will be elected. 


Buffalo Paint, Oil and 
Varnish Club Meets 


In an inspiring, eloquent address be- 
fore the guests and members of the 
Buffalo Paint. Oil and Varnish Clus, 
at a dinner and meeting, Hotel I: cquois, 
Friday night, Nov. 25. A. E. Hay, man- 
ager Canadian sales, Pratt & Lambert, 
Inc., urved all in‘erested to constant, 
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enthusiastic effort that 1922 may be 
the greatest paint and varnish year in 
the history of the industry. 

A. D. Graves, general manager, Pratt 
& Lambert, Inc., presided at the meet- 
ing, dinner being served at 7 o’clock. 
H. J. Rolls, chairman of the entertain- 
ment committee, as usual, left nothing 
undone to make it an enjoyable, profit- 
able evening for members and guests. 

“There are three heads under which 
this campaign may properly be dis- 
cussed,” said Mr. Hay, “First, a great 
need; second, a golden opportunity; 
third, a glorious objective. The need 
is apparent and appalling. Only a 
quarter of the potential market in the 
United States is being supplied with 
surface-saving materials. We are going 
to apply ourselves earnestly to the ad- 
vancement of this movement during the 
next five years so that we will double 
the industry by 1926.” 

The Save the Surface motion pic- 
tures, exhibited at the conclusion of 
Mr. Hay’s address, graphically showed 
the big field the campaign is covering 
and how the work is being accom- 
plished. Charts and literature perti- 
nent to the progress of the campaign 
also attracted favorable comment. 

Other speakers were George P. 
Towns, president, Towns Paint Co., 
Inc.; W. P. Werheim, advertising 
manager, Pratt & Lambert, Inc.; Otto 
Schuele, president, Schuele & Co.; A. S. 
Butler, president, McDougall-Butler 
Co., Inc.; S. H. Stilling, secretary- 
treasurer, Wood Products Co., and C. 
W. Suess, president, Master Painters’ 
Association. 

The Club unanimously adopted a re- 
solution offered by Proctor Carr, secre- 
tary of the Club and vice-president of 
McDougall-Butler Co., Inc., pledging 
the support of the Club to the cam- 
paign. The following members were 
chosen as a committee to plan definite 
methods of co-operation to tie up Buf- 
falo to the national movement: W. P. 
Werheim, Otto Schuele, George P. 
Towns, W. R. Melville and Proctor 
Carr. H. J. Rolls was named vice-presi- 
dent of the Club to succeed W. P. Mott, 
who has removed to Philadelphia, Pa. 


Willoughby Litzenberger Dies 


Willoughby  Litzenberger, senior 
member of the Litzenberger Hardware 
Co., Manheim, Pa., died recently at the 
age of eighty-three. He had been in the 
hardware business for many years, 
starting as clerk in 1862 in a store 
owned by John Dyer in Manheim. At 
the death of his employer Mr. Litzen- 
berger and Alfred Dyer took over the 
Lasiness. In 1914 Alfred Dyer sold out 
his interest to his partner. 

Mr. Litzenberger was a very active 
church and Sunday school worker, and 
was a member of the local Masonic and 
Odd Fellows lodges. He was the first 
president of the Keystone National 
Bank, and during his life was very in- 
strumental in the financing of several 
local industries. He is survived by his 
widow and one married sister. 
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Banquet of Hardware, Metals 
and Allied Trades Committee 


The Hardware, Metals and Allied 
Trades Committee will hold a banquet 
at the Biltmore Hotel, Madison Avenue 
and Forty-sixth Street, New York City, 
on Tuesday evening Jan. 31, 1922, 
which will be preceded by the regular 
annual meeting of the committee of 
which George A. Graham is chairman. 

In the spring of 1917 there was 
organized the Citizens Preparedness 
Association of New York State and as 
part thereof there was appointed a 
Hardware, Metals and Allied Trades 
Committee. Prior to this formal 
organization the Hardware, Metals and 
Allied Trades of New York City had 
taken an active part in the first citi- 
zens Preparedness Parade in New York 
City, for which a local organization was 
formed March 13, 1916. 

This Hardware, Metals and Allied 
Trades Committee, changed and added 
to from time to time, participated 
actively in all of the patriotic move- 
ments and emergency calls which sub- 
sequently developed. Among the accom- 
plishments of the committee were: re- 
cruiting the New York State National 
Guard to war strength; four Liberty 
Loan drives, during which it secured 
subscriptions in excess of $230,000,000; 
participation in the Red Cross cam- 
paigns; War Thrift campaigns, and 
other patriotic work. 

After the campaigns were finished 
it was decided to ‘petpetuate and pre- 
serve this organization for future serv- 
ice in any patriotic, national, state or 
municipal purpose’ and a constitution 
was adopted, the name of the organiza- 
tion being, ‘Hardware, Metals and 
Allied Trades Committee,’ which is 
under the management of an executive 
committee. This executive committee 
has continued to hold meetings in April 
and October of each year at the Hard- 
ware Club, the regular annual meet- 
ing being the last Wednesday in Jan- 
uary. 

At the last meeting of the executive 
committee it was voted to hold the an- 
nual meeting in the evening with a 
dinner to follow, and to invite thereto 
the heads of the various houses who 
contributed to the different campaigns. 
The following compose committee in 
charge of arrangements: Bernard Ris, 
chairman; W. Hetherington Taylor, H. 
C. Demarest. ‘ 

Among the speakers who have al- 
ready been secured for the dinner are 
S. Parks Cadman, D.D. and Gen. 
Charles H. Sherrill. 


Death of W. W. Carr 
William Ward Carr. 25 Wilson Ave- 


nue, Malden, Mass., died Dec. 5 at the 
Quincy Hospital, Quincy, Mass., follow- 
ing a week’s illness of pneumonia, in 
his fifty-second year. Formerly he 
was in the plumbing and hardware 
business in Malden, but in recent years 
carried on a like business in Quincy, 
retaining his Malden home. 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Dec. 19, 1921. 

S this report is being written the 

trade is preparing t») take the 

annual inventory. All tarough 
the week, buying has been limited. As 
this happens every year at this time, 
the slump in staple lines cannot be con- 
sidered as indicative of the tone in the 
local market. Jobbers particularly seem 
to be making special efforts to show 
lean stocks at inventory time, and deal- 
ers on a small scale report the same in- 
tention. 

Both the wholesale and retail branch- 
es of the Metropolitan and surrounding 
districts are talking in an optimistic 
strain. They express satisfaction with 
the sales on Christmas goods, winter 
items and on the general or staple 
lines. The general outlook according 
to local opinion is fairly good. 

Among the retailers the rumors of 
price changés following the first of the 
year persist. Some jobbers feel the 
same way, but manufacturers’. agents 
and factory branch managers seem to 
think that although there will be ad- 
justment early in January in certain 
items they do not expect many heavy 
reductions. They argue that the con- 
trolling factor in present day prices is 
the high price of labor, and not ma- 
terial. They say that when labor takes 
further declines then finished products 
will do the same. 

There is a report circulating locally 
that the Mexican Government proposes 
to place a three cent tax on sisal. This 
report has not been publicly confirmed 
up to the present. Should this come 
about an advance may be reflected in 
the rope market early next month. 

Among the more important price 
changes announced by local jobbers are 
the following: 

Roofing caps have been advanced 
about 5 per cent with most manufac- 
turers, 

Adjustable drawing knives have de- 
clined 5 per cent. 

Some manufacturers are allowing an 
extra 10 per cent on brass escutcheon 
pins. 

Dairy thermometers have been re- 
duced 25 per cent on the 8 in. size and 
30 per cent on the 10 in. size. 

Some manufacturers have advanced 
approximately 18 per cent on canvas 
belting. 


NEW YORK 


Railroad picks aad sledges have been 
reduced approx:mately 15 per cent by 
some manufacturers; crow bars about 
10 per cent, and wedges also about 10 
per cent. 


Many leading makers of steel pipe 
have reduced prices 2 points on all 
sizes except '%-in. pipe. 

Brass shoe nails have been reduced 
2' cents per lb. 


Building paper has been reduced 
about $2.50 per ton, effective Dec. 6. 


Hand bellows have been reduced 
from $1 to $1.50 per doz., according to 
size. 

Molders’ bellows have been reduced 
from $1.25 to $5 per doz., according to 
size. 

Well buckets have been reduced from 
$1.50 to $2 per doz., according to size 
and quality. 

Jobbers report the following an- 
nouncements from manufacturers: 

Winsted Edge Tool Works, Winsted, 
Conn., have reduced the prices on 
chisels and gouges approximately 10 
per cent, this reduction to become effec- 
tive Dec. 19, 1921. 


The American Wringer Co., Woon- 
socket, R. IL, has issued a new whole- 
sale list applying to its new catalog 
No. 10. It is said that no changes in 
price different from the list of August 
19, 1921, are indicated, but that a num- 
ber of items omitted in the previous 
list are included in this latest price 
sheet. 

Ash Sifters.—The cooler weather dur- 
ing the past week has doubtless been 
the factor for increased interest in 
ash sifters. Prices are unchanged. 

Jobbers’ quotations f.o.b. New York 

Heavy steel ga'vanized vsh sifter, rotary 
wire sieve iron brace bands, $30 per doz 
Crated, $33 per doz. . 

Automobile Accessories.—Winter ac- 
cessories suitable for cold weather 
touring are finding a ready market. 
Bumpers are in demand and so are tool 
kits, time-saving devices and_ skid 
chains. Many sales have been made on 
small articles suitable as Christmas 
gifts. Generally speaking, however, the 
complete line is only moderately active. 





Axes.—Jobbers report a fairly con 
sistent demand for both axes and 
hatchets at the present time. Prices 
are firm and there seems to be no In 
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dication of any changes. Stocks appear 
to be adequate. 





Jobbers’ quotations f.o.b. New York 

House axes, ebony finish, 24% Ib., $12 per 
doz 

“Fall ¢ * axe 2%, Ib.. $13.50 per doz. 
_ Long Island handled axes, 214, to 2% Ib., 
$18.75 per doz 

Second quality ' hand t to 5 Ib., 
$19 per doz. 

Flint edge, R ttern. 4 to 5 Ib., 
$19.75 per doz 

Connecticut patt 1 xX.s, 3 to 


3% Ib., $19.50 per 

Bolts and Nuts.—Increased interest 
is reported for bolts and nuts. Orders 
are calling for larger quantities and 
for wider varieties of sizes and styles. 
There is much rumor about town in- 
dicating a possible reduction in the 
near future. Stocks seem adequate for 
the present. 





Jobbers’ quota New York 

Common carriz % by 6 and 
smaller, 50, 10 per cent to 50. 10 and 5 per 
cent; longer and thicker, 45 and 10 per 
cent to 50 and 5 per cent 

Machine bolts. *% by 4 and smaller, 50, 
10, 10 per cent to 60 and 5 per cent: larger 


and thicker, 50 and 10 per cent to 50, 10 
and 5 per cent 

Semi-finished hexagon nuts. 9/16 and 
smaller, 80 per cent: larger and thicker, 75 
per cent. 

Tinner’s rivets, 60 per cent. 

Hexagon machine screw nuts, iron, new 
list 50 and 10 per cent; brass, 4 32 14/20 
75. 10 and 5 per cent, new list 

Lock washers, 50 per cent 

Toggle bo'ts, steel, bright finish, 60 per 
cent 

Iron rivets 60 per cent solid opper 
rivets, 40 per cent 

Stove bolts, 80 per cent 


Builders’ Hardware——One local job- 
ber expressed the opinion that if every 
line in the hardware business had 
showed as much improvement in the 
last three or four months as builders’ 
hardware, there would be a lot of 
wealthy hardware dealers. The gen- 
eral consensus of opinion is that al- 
though builders’ haftdware is unques- 


tionably one of the most a:tive lines at 
present, this particular jobber is in- 
clined to exaggeratio: The fact re- 


mains, however, that the factories in 
this line are much nearer to normal 
production than are the makers of any 
other kind of hardware. It is reported 
that manufacturers of builders’ hard- 
ware have very little surplus stock on 
hand at present. Indications seem to 
point to increased building in the 
spring 

Cutlery.—Cutlery sales have shown 

it slight improvement previous to the 
Christmas rush, which is reported to 
be very. satisfactory. Dealers are 
selling all kinds and grades of cutlery, 
and have found a fairly good con. 
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There is no definite 
information as to the possibilities of - 
a price reduction next year, though 
some jobbers expect declines. 

Electrical Goods.—Electrical special- 
ties are going very strong at present 


sumer’s market. 


and both jobbers and retailers are 
showing increased interest. Christmas 
sales for this class of merchandise 
have been particularly active. Local 
stocks appear ample, and prices ap- 
parently are very firm. 

Jobbers’ quotations f.o.b. New York: | 

Electric iron, 6-lb., $6.75 list. Electric 
grill, having three cooking pans, M4. 1'1 
and 2 in. deep, having also three different 
heat units, $15 list. Electric waffle iron, 
3% x 7 in., for two waffles, $16 list. Elec- 
tric reversible toaster, $8 list. Electric per- 
colator, Colonial pattern, 6-cup Capacity, 
$17.50 list. Same, 9-cup capacity, $19.50 
list. Continental pattern, 6 cups, $12 list. 
All subject to 30 per cent discount. 

Galvanized Ware.—At present the 
local sheet market is being given very 
little attention, due undoubtedly to ap- 
proaching inventory time. The reduc- 
tion of 25 cents on 100 lb., announced 
last week, met with but little response, 
as most buyers seem to be holding off 
until the first of the year. Pails and 


tubs are mildly active at steady prices. 


Prices to retailers f.o.b. New York: — 

Galvanized sheets, No. 28 gage, $5 to 
$5.25 per 100 lb. P 4 

Jobbers’ quotations f.o.b. New York: 






Galvanized mails, 8-qt., $2.35; 10-qt., 
$2.70 ; 12-qt., $2.95 ; 14-qt., $3.30; 16-qt., 
$14 per doz . bait ‘ 

Galvanized wash tubs, No. 1, $7.85; No. 


2, $8.80; No. 3, $10.25; all per doz. 

Ice Scrapers.—There has been little 
or no change in the ice scraper situva- 
tion in this section. Dealers are taking 
on fair stocks, and jobbers are en- 
deavoring to prepare themselves for 
the rush that will come with any severe 
weather. 

Jobbers’ quotations f.o.b. New York: 

Ice scrapers, solid shank, steel blade, 
rough finish, 6% x 5% in., 4-ft. handle, 
$6.25 per doz. Solid shank, extra quality, 
tempered steel blade. 7 x 6 in., %4-in. pol- 
ished and painted blue, 4-ft. handle, $7.50 
per doz. Ice scrapers, socket extra heavy, 
7-in. blade, 6 i %4-in. polished and 
painted blue, 4-ft. handle, $10 per doz. Ice 
scrapers, extra heavy, solid shank, double 
beaded blade, & x 6 in. heavy iron ferrule, 
41-ft. handle, $10.40 per doz. 


Ice Skates—Holiday demand has 
brought up the sale of skates fairly 
well, but the comparatively mild 
weather has had a rather retarding 
effect in this line. 


Jobbers’ quotations f.o.b. New York: 

Men’s and boys’ all clamp club skates, 
sizes 8 to 12 in., 91c. to $1.18. Men’s and 
boys’ all clamp hockey skates, runners cast 
4 all parts nickel plated, sizes 91% to 
11% in., $1.24 to $1.63. Canadian hockey 
skates for men, women and children, nar- 
row foot plate, sizes 8 to 11% in., 94c. to 
$1.48. Women’s and children’s club skates, 
russet leather back and strap, sizes 8 to 








11 in., polished cast steel runners, $1.15 
to $1.40. Women’s and children’s clamp 
hockey skates, $1.49. Women’s and chil- 


dren’s clamp hockey skates, russet leather 
back and strap. runners made of cast steel, 
nickel plated, $1.51 to $1.99. 


Lanterns. — Lanterns are 
rather slowly at steady prices. 
are sufficient. 

Nails.—Nails are fairly active in 
this market, though most orders call 
for small lots. There seems to be a 
wide divergence in local quotations, as 
will be seen in the prices published. 
The market is inclined to be eccentric, 
and most prices appear negotiable. 


Jobbers’ quotations f.0.b. New York: 
Wire nails, $3.25 to $2.70 base per keg 


moving 


Stocks 
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cut nails, $4 to $4.25 base per keg; coated 
nails, $3 base per keg, and wire nails and 
brads, 70 and 10 per cent. 


Rope and Twine.—In the metropoli- 
tan district there has been a noticeable 
slump in the twine market, traceable, 
according to some authorities, to the 
general strike in the cloak and suit 
trade, which had always been a large 
factor in the local twine market. Prices 
for the present are firm, but there are 
possibilities of advances the first part 
of the year. The proposed Mexican 
Government tax on sisal, referred to 
in the lead to this report, is considered 
as very important. 


Jobbers’ quotations f.o.b. New York: 

Manila rope, No. 1 grade, ide. to 19 tye. 
per lb. Hardware grade, lic. per Ib. Sisal, 
No. 1 grade, 13c. per Ilb.; sisal, No. 2 grade, 
llc. per Ib. Bolt rope, 20c. to 22c. per Ib. 

Lath yarn, 13c. to 15c. per lb. Jute wrap- 
ping twine, 20'4c. to 25%4c. per Ib. India 
hemp twine, No. 6, 16c. to 18¢c. per Ib. 


Screws.—Screws are going fairly 
well. It is a little too early to make 
any comment on the effect the price 
changes of last week will have on the 
screw market. Next week’s report will 
probably give further light on this. 
There has been no further announce- 
ment on machine screws though some 
had expected it. 


Jobbers’ quotations f.0.b. New York: 

Wood Screws.—Flat head, bright, 82'; 
per cent; flat head, galvanized, 6714 per 
cent; round head, blued, 80 per cent; round 
head, nickeled, 70 per cent; round head, 
brass, 75 per cent; flat head, brass, 75 per 
cent; flat head, brass, 7744 per cent; round 
nead, brass nickeled, 70 per cent. 





Local jobbers are quoting extra 10 to 
extra 20 per cent on the average to the 
above discounts, 

Machine Secrews.—Iron, flat and round, 
80-10 per cent; brass, flat and round, 75 
per cent. 


Cap screws, 75 per cent. 

Set serews, 75-5 per cent. 

Sleds.—Although the trade is doing a 
fairly good Christmas business on sleds, 
jobbers do not seem satisfied with the 
amount of business they have done in 
this line. Lack of snow and the con- 
sistent mild weather that lasted such 
a long time have probably affected this 
line. Prizes are firm. 
Jobbers’ quotations f.o.b. New York: 
Flexible Flyer sleds, No. 1, 38 in. long, 12 
in. wide, 6 in. high, $4.50 each; No. 2, 42 
in. long. 18 in. wide, 6 in. high, $5 each; 
No. 3, 47 in. long, 14 in, wide, 7%4 in. high, 
$6.50 each: No. 4, 52 in. long, 14 in. wide. 


7% in. high, $7 each. Junior Racer, 49 in. 
each ; 


long, 12 in. wide, 6% in, high, $5.50 
tacer, 57 in. long, 13 in. wide, 7% in. high, 
$5.75 each: No. 5, 63 in. long. 16 in. wide, 
8 in. high, $9.50 each; No. 4, with one pair 
of foot rests, $7.75; No. 5, with two pairs 
of foot rests, $11. 

Snow Shovels.—Out of town dealers 
are placing fair orders for snow 
shovels, as there has been some public 
demand in some parts of this territory. 
Prices are steady. 

Jobbers’ quotations f.o.b. New York: 

* All steel snow shovels, $3.90 per doz.: 
galvanized snow shovels, 21% x 16 in., $12 
per doz.; black steel snow shovels, 16 x 18 
in., $11 per doz.; Massachusetts snow 
shovels, $7.50 per doz. 

Sporting Goods.—Interest is active 
in this line, as many people are buying 
sporting goods as Christmas presents. 
Most jobbers expect price declines 
following Jan. 1. 

Stove Pipes and Elbows.—Business 
is mild for stove pipes and elbows. 
Prices are unchanged. 

Jobbers’ quotations f.0.b. New York: 


Stove pipe, black, iron, No. 28 gage, 12 
lengths to a bundle, 4 in., $1.60: 4% in., 
$1.70; 5 in., $1.80; 5% in., $2.10: 6 in., 


$2.25. 
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Elbows, black, iron, No. fage, 12 
lengths to a bundle, 4 in., $1.60; 4% in, 
$1.70; 5 in., $1.80; 5% in, $2.10; 6 in, 
$2.25. 


Stove pipe wire, No. 18, 68c. doz.; No. 19, 
60c. doz.; 50 ft. in coil, No. 20, 50c. doz 


Tree Holders.—Dealers seem fairly 
well. supplied with tree holders, and 
jobbers’ sales are not very large. It 
is reported, however, that a noticeable 
increase of interest on the part of the 
public has- been manifested this week. 
People often wait until the last minute 
to buy their Christmas tree holders, 
believing that they have one at home 
or that they can make one. There is 
always a final rush and usually a 
cleaning out of stock with most dealers 
on Christmas Eve, 


Jobbers’ quotations f.o.b. New York: 

Cast iron tree stands, japanned, striped 
with gold bronze, 2 in. opening, $10 per 
doz. net; 3 in. opening, $16.75 per doz. net; 
“Gem” tree stands, $5.75 per doz. 


Tool Boxes.—There has been a good 
active demand for tool boxes as Christ- 
mas presents. Prices are steady. 

Jobbers’ quotations f.o.b. New York 


Boys’ tool chests complete with nine 
tools, $42 per doz. Same, with twelve 
tools, $48 per doz. Tool chests, outside 


dimensions 15% x 8% x 3% in., complete 
with nine warranted tools, $9 each. Same, 
outside dimensions 15% x 9% x 3% in., $12 


each. Chests with 28 warranted tools, out- 
side dimensions 17 x 12% x 3% in., $18 
each. Tool cabinet, fitted with 21 tools, 


outside dimensions of cabinet 22 x 14 x 5% 
in., $20 each. is 

Work benches, complete with 12 war- 
ranted tools, dimensions table top 30 in. 
long x 12 in, wide, height of table 24 in., 
drawer 18 x 8 x 3 in. inside, weight packed 


about 49 Ib., $20 each. Same, without 
tools, $10.66 each. Tool bench complete 
with 26 warranted tools, weight when 


packed about 70 lb., table top 40 in. long 
x 18 in. wide, height of table 29 in., drawer 
23% x 13% x 3 in. inside. Each bench is 


provided with a practical bench vise and 
bench stop, $30 each. Same without tools, 
$13 each, 


Toys.—A good steady demand, firm 
prices and rapidly diminishing stocks 
are found in the local toy market. 

Window Glass.—Local stocks are 
hardly sufficient. The demand generally 
exceeds the supply. According to re- 
ports, it seems fair to assume that there 
will be no price reduction previous to 
Feb. 1, 1922. Whatever happens then 
will be governed largely by conditions, 
which, of course, will be affected gener- 
ally by the amount of building being 
done. 

Wire Goods.—-Jobbers are receiving 
fair orders for future delivery. Al- 
though it is too early to make any 
predictions as to what the spring busi- 
ness will amount to, it is interesting 
to note that the local wholesale trade 
is very optimistic on the prospects of 
wire sales. 


Jobbers’ quotations f.o.b. New York: 

Poultry netting, galvanized after weav- 
ing, factory shipment, 50 per cent; from 
New York stock, 45 per cent. Poultry net- 
ting. galvanized before weaving, factory 
shipment, 50-10-5 per cent. 

Square mesh wire cloth, 2 x 2, New York 
stock, $4.75 to $5 per 100 sq. ft. 


The Stanley Rule & Level Co., New 
Britain, Conn., is reported to have re- 
duced prices 10 per cent on its line 
of planes, gages, bevels, tri-squares 
levels, spoke shaves and hammers. 

Henry Disston & Sons, Inc., Phila- 
delphia, Pa., is reported to have reduced 
prices 10 per cent on its line of tri- 
squares, levels, hack saw frames and 
bevels. 
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Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Dee. 17. 


HILE the bulk of the holiday 

business is over, so far as the 

jobber is concerned, small orders 
are now being received in considerable 
volume. Express shipments of toys, 
cutlery, skates and other holiday goods 
are requested by many retailers who 
have found that their first orders were 
not large enough to care for holiday 
demands. There will be a great deal 
of this rush business from now until 
Christmas time. 

Reports from retailers indicate that 
Christmas sales are beginning in good 
volume with every prospect of a large 
sales total. While there is consider- 
able unemployment and some buying 
stagnation, still purse strings are being 
opened by the Yuletide spirit and there 
is little reason to think that holiday 
sales will be anything but large. Pres- 
ent conditions are such that people are 
looking for practical gifts and the 
hardware store naturally leads in such 
items and will not feel the falling off 
in business which the luxury selling 
merchants will experience. 

A survey of the employment situa- 
tion in the Middle West just announced 
by the United States Department of 
Commerce, indicates a monthly gain of 
one-half of one per cent in employment. 
While this is very small, still it indi- 
cates that the trend is in the right di- 
rection. 

There is a decided lack in important 
price changes this week. It is known 
that various lines such as hammers 
and hatchets may experience a fairly 
important price revision at an early 
date, but announcement is still forth- 
coming. 

Building operations are still being 
carried on quite extensively in spite of 
weather, which is less favorable than 
it has been. All sorts of building ma- 
terial, including builders’ hardware, is 
active with prospects for a continuance 
so long as the weather permits con- 
struction work 


Automobile Accessories.—Cars are in 
less frequent use at this season and 
the selling is on a lighter scale. Some 
interest is shown in accessories as 
Christmas gifts. There are no price 
changes this week. 


We quote from jobbers’ stocks. f.o.b. 
Chicago. Reliable jacks, No. 46, $3.70 each. 
$41.60 per doz.; No. 1 standard jacks, $2.95 
each; Twin cylinder foot pumps, heavy 
duty, $1.35 each, $15.00 doz. ‘Simplex jacks 
No. 36, $1.75 each, doz. lots each, $1.60: 
Stewart hand horns, $4; Weed chains 30x 
31%, 25 per cent discount single pair lots: 
33% per cent discount dozen pair lots: 
Rid-O-Skid chains, 25 to 33% per cent off; 
Inner tubes. red, 30x3%, $2 25 each; Gray 
tubes, 30x34, $1.65 each; Lyon bumpers, 
No. 105, $10.75: No. 101, $8.25; Bethlehem 
spark plugs, special Ford type, lots of 100, 
36c. each: Mica type Bethlehem’ spark 
plugs, 80c. each, 78c. lots of 99, T4e. lots 
of 100 to 499; Standard porcelain Bethle- 
hem plugs, 58c. each, 56c. lots of 99, 55c. 
lots of 100 to 499; Hercules Giant plugs, 
60c. all sizes: Hercules Union plugs, 35c. 
all sizes; Splitdorf plugs less than 100, 
67c. each, 100 lots, 68c. each; Splitdorf plugs 
special for Fords, 50c, each, 100 lots 48c. 
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each; Champion X plugs ° each 
fe. each; Champion © piu 58 
100 lots 56c. each, 1000 
Champion Heavy Duty plu 
58e. each, lots of 100, 56c¢. eact 
5te. each. 


100 lots 
each, 
each} 
> type, 
F 1000, 





Axes. — Seasonable demands are 
heavy and sales are of considerable 
volume at prices which are the same 
as they have been for several weeks. 

We quote from jobbers’ stocks, 
Chicago; First quality single bitted un 
dled axes. 3 to 4 Ib., $14.50 base, g& 
quality black unhandled axes, same weig 
$13.50 base; single bitted handled ax: 
$16.50 to $22 per doz. - 

Alarm Clocks.—Business is good in 
alarm clocks and fancy clocks are also 
selling well. Prices remain the same. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: American, $13.08 doz. lots, case, 
$12.48 doz.; Blue Bird, $15 doz. lots, case, 
$14.16 doz.; Bunkie, $25.56 doz. lots, case, 
$24.60 doz.; Lookout, $16.08 doz. lots, case, 
$15.48 doz.: Sleepmeter, $17.52 doz. lots, 
case, $16.92 doz. 

Bicycles and Tires.—Considerable in- 
terest has been shown in this line, 
which is a feature item for holiday 
trade. Prices have been substantially 
reduced, and the trade is now anticipat- 
ing spring requirements quite freely. 

Builders’ Hardware.—With a more 
active building program now than at 
the usual mid-summer height of the 
building industry, the demand for 
builders’ hardware has held up remark- 
ably well. Only adverse weather con- 
ditions can cause a serious check on 
this demand for there is plenty of work 
in sight. There have been no recent 
price changes in builders’ hardware, 
and the best information seems to indi- 
cate that none are in prospect. 


Cotton Gloves.—There is quite an 
active demand for cotton gloves, at 
prices which are unchanged by the 
leading Chicago jobbers, although in 
some centers slightly advanced quota- 
tions are given. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6 oz. knit wrist gloves, $1.20 doz.; 
8 oz. knit wrist gloves, $1.45 doz.: 10 oz 
knit wrist gloves, $1.80 doz.; 8 oz. plain 
husking mittens, $1.15 doz. pairs. 

Copper Rivets and Burrs.—The usual 
demand for rivets and burrs is experi- 
enced with a total volume of sales, 
which is considered good, and prices are 
without change. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Standard sizes and packages, 50 
per cent discount. 

Chains.—Prices are holding to pre- 
vious figures and sales are of a steady 
character. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Proof coil chains, % in., $8.25 per 
100 Ib.; weldless coil chains, 50 per cent 
off list: No. 00-4% ft. electric welded cow 
ties, $2.75 per doz. 

Cutlery.—Last minute requirements 
for Christmas cutlery are causing the 
jobbers to receive a large number of 
orders. Carvers, silverware, pocket 
and razor cutlery are all active at this 
time. There have been no price r 
visions and none are in prospect so fa! 


as the balance of this year is concerned. 





Cooking Utensils.—Aluminum cook- 
ing utensils are selling well, and there 
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is a good demand for various types of 
roasters. Glass oven ware, always a 
leading item at the holiday season, has 
registered heavy sales with a decided 
scarcity in some of the more popular 
brands. 


Eaves Trough and Conductor Pipes. 
-There is not the demand for this ma- 
erial which was felt a few weeks ago, 

still it is quite an active item at 
p s which are unchanged. 


ote from jobbers’ stocks, f.o.b. 

‘ 29 gage, 5 in. lap joint eaves 
‘ 30 per 100 ft.; 29 gage, 3 in. 
rugat onductor pipe. $4.50 per 100 


corrugated 3 in. conductor elbows, $1.55 





Files.—Steady business is reported. 
There have been no large sales, but 
there are enough small orders to make 
a fairly satisfactory volume. There 
have been n t price changes. 


We «quote ! S stocks, f.o.b. 
Chicago: Americar 7o per cent off list; 
Nicholson files, 5! per cent off list: 
Disston files, 50-1! pe cent off list; 
Black Diamond files ent off list. 


Flint Paper and Cloth—Some of the 
fall demand for flint paper and cloth 
has ceased and sales now are simply of 
fair total, with prices unchanged. 


We quote from jobbers stocks, f.o.b 
Chicago: First quality flint paper, No. 0, 
$4.50 per ream: first quality emery cloth 


No. 0, $27 per ream. 
Galvanized Ware.—Buying is on a 
restricted basis. Some of the quality 
lines are getting more consideration 
than in the past. Price tendencies 
seem to be upward, but this condition 
has not stimulated any advance orders. 
Glass—The demand is wholly satis- 
factory with no overstocks, and prices 
showing a trend toward firmness. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A, all sizes, §1 
per cent off; single strength B, all sizes, 81 
per cent off; double strength A, all sizes, 83 
per cent off: double strength B, all sizes, 83 
per cent off: putty in 100-lb. kits, $4.7 
commercial putty, $4.10; glaziers’ joints, 
Nos. 1, 2 and 3, one doz., 75« 

Guns and Ammunition.—The height 
of the season is here for this material 
and sales have been good with every 
prospect of continuing so. 

Hatchets.—Early announcement 
reductions in prices is looked for, ar 
with this in view the trade is 
ordering for immediate reg n 








We quote from jobb $ I 
Chicago: Size 2 ext broa: 
hatchets, $19 doz.: rades, 
doz.; warranted shir ts, $ 
doz. ; Competitive f sling hatchets 


$5.50 doz 
Hammers.—T 

pected in h: 

able to 


change ex- 
will also be applic- 
rs and early announce- 
ment of Ww price is expected. It 
is un id that it will be placed in 
effi nediately after the first of 
the vear. With the trade understand- 
« this condition, there is light de- 
mand at this time. 





We quote from j rs st ks. f.o.b 
Chicago: No. 11% first quality nail 
mers, $13.50 per doz competitiv x 
nail hammers, $7.50 to $1 I s 
steel hammers. $4 per doz 

Hickory Handles.—So far as :s 
known no price reduction is contem- 
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plated in hickory handles. Sales are 


of a steady character. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special white 
growth second hickory, $4.50 doz.; No. 1 
hatchet and hammer handles, 80c. do0z.; 
second growth hickory hatchet and ham- 
mer handles, $1.20 doz. 


Hose.—Future business in hose has 
been of fair volume, and with the Chi- 
cago jobber holding to a lower price 
than is demanded in some centers. It 
is believed that it is an opportune time 
to place spring requisitions. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: %-i molded reel hose, good 
quality, % -i 3-ply good quality 
duck hose, . 4-ply good quality 


duck hose, n. 5-ply multiple hose, 
10%6c. 


16c.; 


Lawn Mowers.—While prices are 
considerably lower than last season, 
little interest has been shown in this 
item for future delivery. 


Lanterns.—The trade is looking for 
a price reduction after the first of the 
year, although no authoritative state- 
ment has been made that such a change 
will come about. But there seems to 
be good foundation for believing that 
there will be some price reduction with- 
in the next few weeks. 


We 
Chicago: 


jobbers’ stocks, f.o.b. 

tin lanterns, hot blast, 

2 Dietz cold blast lan- 

Ss, $14.50 per doz.: with large founts, 

§ per doz.; best tubular lanterns, $9.50 

per doz.; Competition lanterns, No. 6 tubu- 
lar, $7.80 per doz 


quote from 
Monarch 
39.50 per doz.; No. 


Ice Skates.—Dealers have found 
stocks insufficient for current demand 
and a number of express shipment or- 
ders have been coming in during the 
past few days. Prices are without 
change. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: North Star aluminum finish racer 
or hockey for men and women, $9 pair; 
North Star nickel finish racer or hockey for 
men or women, $10.25 pair; key clamp 
rocker, steel runners, bright finish, 90c. 

clamp rocker, ste@el runners, 

h, $1.15 pair; key clamp hockey, 

t steel runners, $1.20 pair; key 

carbon steel runners, $1.60 

clamp rockers for women 

girls. $1.10 pair: half key clamp hockey 

" women and girls, $1.51 pair. 


Nuts and Bolts.—Steady demand for 
nuts and bolts is noted with prices 
snowing no change at this time. 


Ve quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts 60 per cent 
off list, smal) carriage bolts, 60-10 per cent 
off list; large sized machine bolts, 69-5 per 
ent off list; small sized machine bolts, 60- 

per cent off list: all stove bolts 80 per 
ent off list; all lag screws, 60-10 per cent 
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local wholesale hardware mar- 
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ket shows a slight falling off since 
reports. The heavy hardware firms 
are doing less than they were and a 
slowing up is reported by a majority of 


last 


the mill supply houses. In the latter 

case, however, a few concerns are man- 

aging to keep fairly busy with retail 
1 

sales. 


The decline in daily | 


sales is less no- 
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Nails.—There has been a good fall 
business in nails and the demand con- 
tinues with little let-up. Prices remain 
the same. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: Common wire nails, $3.65 per keg 
base. 

Roller Skates.—On account of the 
war tax being repealed, there will be 
a reduction of approximately 10 per 
cent, to go into effect Jan. 1. 


Rope.—Sales, of course, are not large 
at this season of the year, but total a 
fair volume. Prices are without change 
since the recent reduction on manila 
rope. 

f.o.b. 


We quote from jobbers’ stocks, 


Chicago: Highest quality manila _ rope, 
standard brands, 17%c. to 18%c. per Ib. 
No. 2 manila rope, 16c. to 164%4c. lb. base; 
so-called hardware grade, manila rope, 12 4c. 
lb.; No. 1 sisal rope, highest quality stand- 
ard brands, 12%c. to 13%c. lb. base; No. 
2 sisal rope, standard brands, 1lc. to 11%6c. 
lb. base. 

Spades and Shovels.—A fair amount 
of business is reported on spades and 
shovels with prices unchanged. 


Stove Pipe.—The item is a season- 
able one and this material is in good 
demand. Prices are unmoved. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $10.50; 30 gage, 
$11.50; 28 gage, $13.70: 26 gage, $16.40: 
6-in. elbows, 30 gage, $1.25; 28 gage, $1.45; 
26 gage, $1.70 per doz. 

Singletrees.—A very good volume of 
business is reported in singletrees. 
Pricges are steady. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 34-in. strap end varnished single- 
trees, $9 doz.; 48-in. doubletrees, $12 doz.; 
40-in., neckyokes, $11.50 doz. 

Solder and Babbitt Metal.—Metal 
prices are firm and the price tendency 
on solder and babbitt is strong. 

We quote 


from jobbers’ stocks, f.o.b. 


Chicago: Warranted 50-50 solder, $21 per 
110 Ib.; medium 45-55 solder, $20 per 100 
Ib.; tinners 40-60 solder, $19 per 100 Ib.; 
high speed babbitt metal, $18 per 100 Ib.; 
standard No. 4 babbitt metal, $6.75 per 100 
lb. 

Sledges, Mauls and Wedges.—There 
has been no change in prices this week, 
a slight reduction having been an- 
nounced about a week ao. 


We quote from jobbers’ stocks, f.o.b. 


Chicago:. Striking and B. S. sledges, 5 to 
16 Ib., $9.50 per 100 Ib.: wood chopping 
mauls, 5 to 8 Ib., $12 per 100 1b.: common 
fluted wedges, 3 to 6 lb., $7 per 100 Ib. 

Sash Weights.—The demand is not 
brisk at this time. Prices are without 
change. 


BOSTON 


ticeable in heavy hardware and mill 
supplies than in shelf hardware, be- 
cause previously these departments of 
the market were not doing particularly 
well. At the moment they are quieter 
than they have been in a long time, but 
this condition might be expected at the 
present time. While there has been a 
noticeable falling off in wholesale shelf 
hardware sales, the market is by no 
means quiet. The jobbers ascribe the 
decrease in sales to a wide variety of 
causes, the most common being the 
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We quote from jobbers’ stocks, f.o.b. 


Chicago: Sash weights per ton, 

Steel Sheets.—Sales are of fairly 
satisfactory total, with prices showing 
no change. 

We quote from jobbers’ stocks, f.o0.b. 
Chicago: 28 gage galvanized sheets, $5.15 
per 10) lb.; 28 gage black sheets, $4.15 per 
100 Ib. 

Stove Boards.—While the bulk of the 
business has been done in stove boards, 
reorders are causing fair activity in this 
item. Prices remain the same. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: Crystal wood lined square boards, 
26-in. $14.45 doz.; 28-in., $16.95 doz.; 30-in., 
$19 doz.; Crystal paper lined stove boards, 
square, 26-in., $8.15 doz.; 28-in. $9.10 doz.; 
30-in., $10.80 doz. 

Sash Cord.—Fair business is reported 
in sash cord with prices showing a 
strong tendency. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.45 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 doz. hanks, 

Screws.—Slight reductions have been 
made in screw prices. The volume of 
business is rather restricted. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 80-10-10 
per cent off list; round head blued, 7714- 
10-10 per cent off list; flat head brass, 
75-10-10 per cent off list; round head brass, 
7214-10-10 per cent off list; japanned, 7214- 
10-10 per cent off list. 

Toys.—Late buyers of toys are com- 
ing into the market in considerable 
numbers and are causing a large last 
minute business. Stocks are being sold 
out on some popular items. 


Traps.—Continued good demand is 
reported for traps and prices are just 
as they were in the beginning of the 
season. 


We quote 
Chicago: No. 


stocks, f.o.b. 


from jobbers’ 
No. 1 Victor, 


0 Victor, $1.71; 
$2.01; No. 1 Victor Giant, $2.56; No. 1% 
Victor, $3.05; No. 0 Oneida Jump, $2.37: 
No. 1 Oneida Jump, 2.75; No. 1% Oneida 
Jump, $4.12; No. 0 Triumph, $1.71; No. 1 
Triumph, $2.01; No. 1% ‘Triumph, $3.05; 
No. 115 X Triple Clutch, $3.25. 

Wire Goods.—There is no _ price 
change this week. Sales are of a steady 
character, with a fair amount of spring 
bookings for black wire cloth and 
poultry netting. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, $3.55 
per 100 1b.; galvanized barb wire, $4.30 
per 100 lb.; 12 mesh black painted wire 
cloth, $1.90 to $2.00 per 100 sq. ft.; poultry 
netting 56 per cent off; galvanized after 
weaving, 51 per cent off; catch weight spool 
galvanized cattle wire, $4.30 per 100 Ib.; 80 
rod spool galvanized hog wire, $3.85 per 
spool; No. 8 galvanized plain wire, $3.85 
per 100 Ib. 


last installment of the Federal taxes, 
and the nearness of inventory taking 
time. The fact that collections from 
the retail hardware trade are unsatis- 
factory is usually associated with Fed- 
eral taxes, 

Shelf hardware jobbers, as a rule. 
believe existing business conditions to 
be but temporary, and that there will 
be another spurt of buying before 
Christmas. General opinion is, how- 
ever, that the slump in wholesale sales 
foreshadows comparatively quiet days 
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in January. It is pointed out, however, 
that most retail firms are carrying 
light stocks, and it is believed that 
after price developments next month, 
the junior concerns will again be on 
the buying side of the market. 

In fact, a great deal of stress is still 
laid on the price situation in merchan- 
dise distributing circles. Nine out of 
every ten wholesale and retail houses 
ave looking for lower hardware values. 
The jobbers, in quite a few instances, 
have gone so far as to urge manufac- 
turers, if they are going to lower 
prices, to do so before the turn of the 
year, the idea being to adjust the in- 
ventory situation so that shrinkages 
can be eliminated as much as possible 
during the new year. 

There is much to be said on the part 
of the manufacturer, however, and un- 
less general business conditions mate- 
rially change, any rearrangement of 
prices will be less noticeable than has 
been generally anticipated. Manufac- 
turers inform us that they are not 
making money; quite the contrary; that 
manufacturing establishments in gen- 
eral are operating on part time only, 
and production costs naturally are just 
so much higher. For these reasons they 
cannot see how they can further re- 
duce prices. Were the demand for their 
products more active, and were it pos- 
sible to operate plants on a more nor- 
mal schedule, it would be a different 
story, for in that case it might be pos- 
sible to reduce prices because of small- 
er operating costs. But until that time 
comes, the average manufacturer be- 
lieves it would be wiser to suspend op- 
erations rather than take a larger loss 
through the agency of reduced product 
prices. 

The closing of plants is the last thing 
desired, however, for it means suffer- 
ing among a large number of employ- 
ees, who even now are having difficulty 
in making both ends meet. On the one 
side we have a group of men dealing 
direct with the consumer, and on the 
other a group of men dealing direct 
with production, both of which have a 
good argument on a great economic 
question. Developments will be well 
worth the careful study of all con- 
cerned. 

Automobile Accessories.—The manu- 
facturers of AC spark plugs have come 
out with a definite announcement that 
there will be no change in the price 
policy during 1922. This announce- 
ment is significant because it means 
that at least one important maker of 
automobile accessories is convinced the 
market is about as low as it can go. 
The other makers of spark plugs are 
expected to make announcements on 
price policies within the immediate fu- 
ture. In other lines of accessories the 
general tendency among manufactur- 
ers is toward lower prices. The whole- 
sale automobile accessories business so 
far this month has been a great deal 
better than anticipated, but it is con- 
fined to a comparatively few articles. 

Batteries and Bulbs.—The battery, 
bulb and case business is one of the 
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brightest spots in the shelf hardware 
market. The demand for these classes 
of merchandise is not only excellent, 
but it covers a wide variety of styles, 
The recent ice storm, experienced in 
most sections of Massachusetts, evi- 
dently reminded people that a tubular, 
miner, spotlight, searchlight, lantern 
or pocket tyre of illumination is a 
mighty handy thing to have, and a very 
acceptable holiday gift. At least the 
large number of repeat orders being 
handled by local jobbing houses would 
seem to suggest so. The American 
Eveready Works announce the discon- 
tinuance of Nos. 6961, 6962, 6991 and 
6992 nickel pocket type of cases. No. 
6993, nickel, 3 x 24% x 1-in. will con- 
tinue to be made, however. 

We quote from Boston jobbers stocks: 

Batteries. — Leading makes, standard 
tubular, 3-cell, 50c. list; 2-cell, 25c., 30c. 
and 35c.; Eveready, No. 719, 5-cell, $1.20; 
No. 710, 5-cell, $1.10; No. 731, 5-cell, $2. 
Unit cells, Eveready, No. 935, lic. each 
list; No. 950, 17c. 

Bulbs.—Eveready, No. 1162, 3.8 voltage. 
80c. each list; all other numbers and 
voltage, 20c. each. 

Cases with lamps.—Tubular, fibre, 5% x 
1%-in., $1.05 list, nickel, $1.25: 6% x 1%-in., 
fibre, $1.35, nickel, $1.50. Spotlights, (extra 
lamp) No. 2672, $3.25: No. 2674, $3.50. 
Pocket, No. 6993, $1.45 list. 

Discounts.—Flashlight cases, tungsten 
batteries and unit cells—six unit packages, 
one delivery, 45 per cent discount. Less 
than six unit packages, one delivery, 40 
per cent. 

Blankets.—Opening sales on horse 
blankets for the new season have been 
held here, in New York and in Kansas 
City, and prices show a material re- 
duction. Manufacturers have assured 
the jobbing houses that such blankets 
will not be any cheaper, and possibly 
worth more money. On ‘the strength 
of such information, the jobbers have 
covered their requirements in a major- 
ity of instances taking as much or more 
stock than they did last season. Prices 
at which local jobbers will sell next 
season’s stock have been issued, as 
follows: 


We quote from Boston jobbers’ stocks: 


Blankets, horse, kersey stable, 72-in., $1.25 
each; 76-in., $1.35. Heavy burlap stable, 
kersey lined, 72-in., $1.50; 76-in., $1.60; 
80-in., $1.70. Gem stable, extra heavy 


burlap, buckskin and kersey iined, 2-in. 
jute sursingles over and under, 72-in., $1.65; 
76-in., $1.75; 80-in., $1.90; S4-in., $2. Street 
blankets, $1.75 to $5.50, according to 
quality and size. 

Bolts and Nuts.—Sufficient orders 
for the various kinds of bolts and nuts 
offered are received by jobbers daily 
to keep interest alive, and that is about 
all. In one or two instances, local 
stocks are in fairly good condition, but 
otherwise they have been materially 
reduced the past few months. Those 
who have small stocks apparently are 
in no hurry to fill up on sizes until af- 
ter the turn of the year, at least. Lo- 
cal government owned stocks have been 
gone over fairly thoroughly, the claim 
being made that only undesirable goods 
remain unsold. Any appreciable in- 
crease in consumption after Jan. 1, un- 
doubtedly will force at least some of 
the jobbers to cover. 


We quote from Boston jobbers’ stock 
Machine bolts with H P nuts, & x 4 
smaller and shorter cut threads, 60 and 
per cent discount, larger and longer 
cent discount; with C T D nuts, 50 
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per cent discount; tap bolts, 25 per cent 
discount; add 10 per cent discount for 
hexagon heads; common carriage bolts, 50 
and 10 per cent discount; stove bolts, 75 
and 10 per cent discount; bolt ends, 60 
per cent discount; tire bolts, 60 per cent 
discount. 

Nuts, H P, all kinds, 3c. off list: C PC 
and T, all kinds, 3c. off list; semi-finished 
hexagon nuts, 9/16-in. and smaller, 80 per 
cent discount, larger, 70 and 10 per cent 
discount; finished case hardened nuts, 70 
per cent discount; machine screws, nuts, 
iron, list; machine screws, nuts, brass, 25 
per cent discount. 

Faucets.—The local market on com- 
Pression bibs or faucets is slightly eas- 
ler, jobbing prices being approximately 
» per cent lower, following a change in 
producers’ lists. 


Grinding Wheels.—Inquiry among 
manufacturers of grinding wheels dis- 
closes the fact that consideration is be- 
ing given to the issuing of new lists. 
If new lists are issued, they will show 
an advance in prices. Not all of the 
manufacturers favor new lists, how- 
ever. This information would seem to 
set at rest the rumors being circulated 
here of an impending reduction in 
prices. It will be recalled that prices 
for grinding wheels changed very 
slightly during the war years. 


Hot Water Bottles.—Colder nights 
have improved the popularity of metal 
hot water bottles, according to those 
retail dealers we have talked with this 
week. A lot of people are also buying 
them for holiday gifts. As a result of 
such business, jobbers are doing a bet- 
ter business, although individual orders 
received usually concern small numbers 
of bottles. 


We quote from Boston Jobbers’ stocks: 
A Palco, No. 2. $3 each, list; No. 3, $4; dis- 


count 3314, per cent. Genuine, No. 200, 
$3: No. 250. $3.50: No. 300, $5 net: dis- 
count 30 per cent. Bostonia, 3-pt., $1.25 


each net. 


Ice Tools.—In various sections of 
New England ice harvesting is being 
considered seriously. That is, ponds 
are covered with two, three or more 
inches of ice, and should seasonable 
weather continue harvesting will start 
before long. Those retail hardware 
dealers who deal in ice tools report a 
good business with prospects of an 
early clean-up of stock. The local 
wholesale market holds fairly busy be- 
cause some of the large users of tools, 
who purchased earlier in the season, 
have placed fresh orders for additional 
ice cutting equipment. 











Boston wholesale prices follow: 

Ice Tools. — Giff S ice, 
Boston pattern, $ per z.: 
switching, 3 ft. S-in.. 1 ! $22.25 

‘ *_in.. $26 per doz.; 1414- 
7 n., $29 
S-in. handle, 8% x 
en 
$3.50 each: hand, 
guard ir $2 to $2.50; oval iron 
handle < re 

Shavers nt. $2.75 to $3.25 eact 
5-noin : $4: T-point, $4.50 

Chise's $5 to $6.50 each: s - 
$4.5 : socket bar, $7.50; starting, 
ts 

20 per cent from list prices 


Iron and Steel.—The daily movemen 
iron and steel out local jobbding 
stocks has dropped to very small pro- 
portions, and the is nothing } 
indicates any mater 
business the balance 


re 
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stocks, generally speaking, are sufficient 
for all requirements, but occasionally a 
jobber finds it necessary to place an 
order with a mill for certain sizes. Mill 
prices are inclines’ toward lower levels, 
but most of the jobbers in “oston feel 
the market is very nearly if no‘ actual- 
ly on bottom, consequently they ‘are 
not hesitating to buy when necessity 
requires. 

We quote from Boston jobbers’ stocks: 

lron.—Refined, $2.71% per 100 Ib. base; 
best refined iron, $4.25; Wayne iron, $5.50; 
Norway iron rounds, .59, base. 

Steel.—Soft steel bars, $2.71% per 100 Ib. 
base; flat, $3.21%; concrete bars, plain, 
2.711%; angles, channels and beams, $2.71; 
tire steel, $4 to $4.40; open-hearth spring 
steel, $4.50; crucible spring steel, $11.50; 
steel bands, $3.3144 to $3.78; steel hoops, 
$3.31%: cold rolled steel, $3.75 to $4.25; 
toe calk steel, $5. 

Quantity differentials, lots under 1000 Ib. 
of a size, 35c. per 100 lb.; lots of 1000 Ib. to 
1999 lb. of a size, 14e. 


Nails.—Local jobbers have reduced 
prices on wire nails, for mill shipment, 
15 cents per keg. The store price re- 
mains the same on wire and other 
kinds. The demand for nails is spotty. 
That is, quite a bunch of orders will be 
taken by the jobbers one day, while on 
the next there is practically nothing 
doing. Viewing the situation as a 
whole, however, it can be said the con- 
sumption of wire and cut nails is much 
better than it was only a few months 
back. 

We quote from Boston jobbers’ stocks: 
Wire nails, per keg from the store, $4 to 
$4.20 base, f.c.b. Boston: direct from mill 
shipments, in car lots, $2.85 per keg base, 


in less than car lots, $3.10 per kez base; cut 
nails, $4.25 per keg, base; galvanized cut 


Office of HARDWARE AGE, 
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A S we get closer to the end of the 
+%. year business, conditions in heavy 
iron and steel seem to be slowing down, 
due to the inventory period and the 
universal desire on the part of jobbers 
and consumers not to buy a pound of 
material of any kind that they can 
possibly get along without until after 
the first of the new year. At the same 
time, there is no rush on the part of 
the steel mills to sell their finished 
products to consumers and jobbers, as 
they know full well that to adopt this 
policy would result in lower prices, 
which at present are none too strong. 
However, it is true that when an actual 
order comes up, steel producers are 
more inclined to make concessions in 
prices than they have been for some 
little time. There is a-ood deal of un- 
certainty as to what will be done in 
prices on heavy iron and steel products 
after the first of the year, and the gen- 
eral opinion is that they will be no 
higher, and if there is any change 
whatever they will be lower on some 
of the leading products. 

There seems to be no doubt that a 
severe reduction in freight rates on iron 
and steel products will come shortly 
after the first of the year, and jobbers 
and consumers will likely postpone 
shipments as long as they can in order 
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nails, $8.30, base. Tremont schedule of 
extras same as heretofore. 

Picks and Mattocks.—Following a 
revision in manufacturers’ lists made 
some time ago, local jobbing prices on 
picks and mattocks have been reduced 
approximately 5 per cent. The demand 
for these things is better than it was, 
but is far from active 

Shoe Findings.—Stormy weather and 
plenty of snow has speeded up retail 
sales of shoe findings, as is attested by 
orders finding their way into the whole- 
sale market here. The average retail 
hardware store handling shoe findings is 
buying the best leather stock the mar- 
ket offers, finding that in the long run 
it pays best because of the small 
shrinkage. The wholesale heavy leather 
market is showing unmistakable signs 
of firmness, which means that heavy 
leather taps and strips probably will 
not sell much lower unless unforeseen 
developments arise. For the lighter 
stock there is not much call at this time 
of the year and prices naturally are 
more or less unsettled, due to ware- 
house stocks, which have been held by 
speculators a long time, being thrown 
on the market. There is a very good 
demand for the various kinds of rubber 
heels, but here, as in leather, retail 
hardware stores are confining them- 
selves generally to the better grades. 

Leather Taps.—Men’s extra light, 85c. to 
$1 per dozen; light, $1.05 to $1.25: medium, 
$1.30 to $1.60; heavy, $1.85 to $2.50; extra 
heavy, $3.25. Women’s light, 70c. to 90c. 
per dozen; medium heavy, $1.10 to $1 25. 


Boys’ medium, $1.25 to $1.50 per doz.; 
heavy, $1.75 to $1.90. 


PITTSBURGH 


to participate in this freight reduction. 
It has been contended for a long time 
that this country cannot return to nor- 
mal business conditions, especially in 
iron and steel, until the railroads make 


heavy reductions in freight rates. If 
these reductions are made, then the 
question comes up whether the trade 
will not expect sufficient lowering in 
prices to meet the saving in freight 
rates. The whole price situation in 
heavy iron and steel products, is some- 
what up in the air and is filled with un- 
certainty. Blast furnace and steel mill 
operations in the last two weeks of the 
year will be on a lower level than for 
some time past. There will be a com- 
plete suspension of operations at some 
plants, some blast furnaces will be 
banked over the holidays, so that pro- 
duction in iron and steel in the last half 
of the month will be restricted a good 
deal. On some sales of pig iron made 
recently, prices showed a decline of 
about 50 cents per ton and the pig iron 
market is none too strong. We stated 
some time ago in our reports that De- 
cember would be a dull month in iron 
and steel, and this has proved to be 
the case. A very material increase in 
the volume of business is looked for 
very early in the year. 

Conditions given above as relating to 
iron and steel products prevail some- 
what in the jobbing and retail hard- 
ware trades. There has been a falling 
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Leather Strips.—Oak, heavy medium and 
light, No. 1, 45c. to 55c.; No. 2, 35c. to 40¢, 

Rubber Heels.—Good quality, $1.25 to $2 
per doz. pair. 


Stanley Goods.—A new list has been 
issued on Stanley rule and level goods 
which shows a decline of about 10 per - 
cent in the general line, and local job- 
bing prices will have been adjusted be- 
fore the close of another week. 

Tacks.—Boston jobbers are issuing 
new price lists on tacks and small 
nails, which show a decline of approxi- 
mately 10 per cent. 

Thermometers.—Quite an improve- 
ment is noted in the demand for all 
kinds of thermometers and local job- 
bers are working down stocks to small 
proportions. It will be recalled that 
during the war this class of merchan- 
dise was difficult to obtain, consequent- 
ly there was a large hole to fill last 
year and this is in the retail field. 

We quote from Boston jobbers’ stocks: 
Thermometers, house, plate glass, S-in., 
spirit or mercury, $9 per dozen; 10-in., $12 
per dozen. Common tin case, 7-in., $1.20 
net.; 8-in., $1.38; 10-in., $1.50. 

Washers.—The market on lock wash- 
ers has stiffened up, but that on other 
kinds is dragging along in an unsatis- 
factory manner. The recent downward 
revision in cast and cut washer prices 
announced by the jobbers apparently 
has had little or no influence on con- 
sumption. 

We quote from Boston jobbers’ stocks: 
Cast washers, %-in. and smaller, 54c. per 
Ib.; larger, 4% c. per Ib.; cut washers, 200-Ib. 


kegs, list less $4.50 per keg; malleable 
washers, 15c. per Ib. 


off in business so far this month, as 
compared with November, and sales of 
seasonable goods have not been as 
heavy as expected. In the matter of 
sleds, retailers put off buying largely 
or account of the mild weather, but in 
the past week or so orders have come 
in quite freely for sleds, skates and 
similar goods for the holiday trade to 
be used by buyers as holiday gifts. A 
very large amount of spring buying is 
yet to be done, both jobbers and retail- 
ers holding off on account of the uncer- 
tainty as to prices. On goods such as 
silver plated ware, electrical kitchen 
goods, flashlights and other articles of 
this kind, the trade from now until 
Christmas will no doubt be more active. 

In spite of repeated warnings, many 
holiday shoppers put off buying until 
two or three days before Christmas, 
and then comes a grand rush at the last 
minute. This is prevailing to some ex- 
tent this year, and explains in part why 
wholesale holiday buying has not been 
up to expectations. 

There have been quite a few reduc- 
tions on hardware goods in the past 
week. On Wednesday, Dec. 14, makers 
of track tools made reductions all along 
the line ranging from 15 to 20 per cent. 
In addition to this there has also 
been a reduction in prices of about $5 
per ton in nearly all sizes of steel pipe, 
the market on which has been unsteady 
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for some time. On sporting goods, the 
government tax of 10 per cent comes 
off Jan. 1, and new prices are now be- 
ing issued by some makers of roller 
and ice skates, baseballs, hunting out- 
fits and other products. The only items 
in hunting goods on which the tax will 
not be removed on Jan. 1 are guns, am- 
munition and hunting clothes. The tak- 
ing off of government taxes on goods 
named above will effect quite a saving 
to consumers, and will no doubt accel- 
erate to some extent the sales of these 
goods. Collections are still reported 
unsteady, especially from country mer- 
chants whose trade has fallen off con- 
siderably, due to the inability of the 
farmers to make purchases or to pay 
for the goods already bought, on ac- 
count of the low prices the farmers are 
getting for their products. 

Automobile Accessories.— The 
weather so far has been very much 
against sales of accessories, with the 
possible exception of tire chains. Prices 
are holding only fairly firm but on 
some lines are being more or less 
shaded. 


Jobbers quote from stocks, f.o.b. Pitts- 
burgh, about as follows: Reliance jacks, No. 
1, $2.33; No. 2, $3.33, in lots of 12; A. C. 
Titan spark plugs, 65c. in lots up to 10, 
and 58c. in lots of from 10 to 100; Derf 
spark plugs, 96c. each for all sizes, in lots 
less than 50; Champion X, 50c. each for 
less than 100 and 48c. each for over 100; 
Champion regular, 58c. each for less than 
100, all sizes, and 56c, each for over 100. 


Axes.—Jobbers report there is still 
a fair demand for axes, but the season 
has just about closed for this year. The 
outlook is that the demand for axes 
next year will be larger than it was 
this year. Prices are said to be holding 
steady. 

Jobbers quote from stocks, f.o.b. .Pitts- 
burgh, about as follows: First grade single 
bitted axes, handled, $21 per doz.; un- 
handled, $17 per doz.; double bitted axes, 
handled, $26.50 per doz.; unhandled, $22.50 
per doz.; second grade axes, single bitted, 
handled $19 per doz.: unhandled, $16 per 
doz.; double bitted. handled, $24 per doz.; 
unhandled $21 per doz. 

Barrows.—There has been a slight 
reduction in prices of garden and rail- 
road barrows. 

Local jobbers now quote No. 1 Pitts- 
wane red barrows at $3.25 each, Kilbourne 
& Jacobs No. 1 garden barrows at $3.60 
each, No. 2, $5.10 each, No. 3, $5.55 each 
and No. 4, $7.10 each. 


Bolts and Nuts.—There is no im- 
provement in the demand, which is 
quiet and only for small lots to meet 
current needs. Railroads and auto- 
mobile builders, these being the largest 
users, are buying only as their needs 
demand. Locally, prices are holding 
firm, but are being shaded in other dis- 
tricts, with the result that a good deal 
of business is being lost to local mak- 
ers. 


Jobbers are quoting, f.o.b. Pittsburgh, in 
fair sized lots as follows: - 

Large structural and_ ship rivets, 2.25 
to $2.40 base; large boiler rivets, $2.35 to 
$2.50 base; small rivets, 70, 10 and 5 to 70, 
10 and 10 per cent off list. Machine bolts, 
small, rolled threads, 70, 10 and 5 to 70, 10 
and 7% per cent off list. Machine bolts 
small, cut threads, 70 and 5 to 70 and 10 
per cent off list. Mac hine bolts, larger and 
longer, 65, 10 and 5 to 70 and 10 per cent 
off list. Carriage bolts, % in. x 6 in.; 
Smaller and shorter roiled threads, 65, 10 
and 10 per cent off list. Cut threads, 65 
and 10 to 70 per cent off list. Longer and 
larger sizes, 65 and 10 to 70 per cent off 
list. Lag bolts, 70 and 10 to 70, 10 and 6 
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per cent off list. Plow bolts, Nos. 1, 2 and 
2 


3 heads, 60 and 10 per cent off list. Other 
style heads, 20 per cent extra. Machine 
bolts, c.p.c. and t. nuts, “% in. x 4 in. 
Smaller and shorter, 65 and 5 per cent off 
list. Larger and longer sizes, 65 per cent 
off list. Hot pressed sq. or hex. blank nuts, 
$5.50 off list. Hot pressed nuts, tapped, 
$5.00 to $5.25 off list. C.p.c. and t. sq. or 
hex. blank nuts, $5.25 off list. C.p.c. and t. 
sq. or hex. blank nuts, tapped, $5.00 off list. 
Semi-finished hex. nuts: % in. to 9/16 in.. 
inclusive, 80, 10 and 10 per cent off list 
small sizes S. A. E., 80, 10, 10 and 10 per 
cent off list; % in. to 1 in., inclusive, U. 
S. S. and S. A. E., 70, 10, 10 and 10 per 
cent off list. Stove bolts in packages, 80, 
10 and 5 per cent off list. Stove bolts in 
bulk, 80, 10 and 7% per cent off list. Tire 
bolts, 65, 10 and 10 per cent off list. Track 
bolts, carloads, 3.25¢. to 3.50c. base. Track 
bolts, less than carloads, 4.25c. to 4.50e. 
Upset Square and Hex. Head Cap Screws. 
—% in. and under, 75 and 10 to 80 and 10 
per cent off list; 9/16 in. to % in., 75 and 
10 to 80 and 10 per cent off list. 
Upset Set Screws.—'% in. and under. 80, 


10 and 5 to 85 per cent off list; 9/16 to 

%4 in., 80, 10 and 5 to 85 per cent off list. 
Milled Square and Hex. Cap. Screws.— 

All sizes, 70 and 10 per cent off list. 

_ Mill Set Screws.—aAll sizes, 70, 10 and 

5 per cent off list. 

Small lots take 10 to 20 per cent ad- 
vance over above prices. 

Bulbs.—The statement in our report 
of last week that prices on flashlight 
and automobile bulbs would be reduced 
on Jan. 1 was a misprint. What we in- 
tended to say was that discounts were 
to be reduced on that date. It is stated 
there will be no advance in prices on 
the larger lamps. 

Builders’ Hardware.—Local dealers 
say that builders’ hardware is moving 
out at a fairly satisfactory rate. There 
is a good deal of local building activity 
due to the good weather so far, which 
has not stopped outside work. Prices 
are reported to be holding quite firm. 

Chisels.—James Swann & Co., Sey- 
mour, Conrt., has issued new discounts 
on chisels which show a slight reduc- 
tion in prices. 

Clothes Pins.—The National Spring 
Clip Co., Montpelier, Vt., has made 
slight reductions in prices on clothes 
pins. a4 

Drills.—Prices on bit stock drills 
have been slightly reduced, jobbers now 
quoting style F, 60 per cent off list; 
style I, one-half inch round, blacksmith 
drills 5-10 and 5 per cent off; straight 
shank, jobbers’ style M, 50-10 and 5 per 
cent off list. 


Enameled Ware.—Local dealers re- 
port that enameled ware, especially the 
higher grades, is moving out more 
freely than for some time. These goods 
are being used more and more for holi- 
day goods, and the demand is expected 
to be quite active over the next two 
weeks. Prices on all lines of enameled 
ware are only fairly firm. 

Iron and Steel Bars.—There is no 
betterment in the demand for either 
iron or steel bars and none is looked 
for until after the first of the year. 
There would be no trouble in placing 
desirable orders for steel bars on the 
basis of 1.50 cents at mill, and common 
iron bars made by Eastern mills are 
still being quoted at 1.50 cents f.o.b. 
Pittsburgh, for fair sized lots. 


We quote steel bars rolled from billets 
at 1.50c. to 1.60c.; reinforcing bars rolle! 
from billets, 1.50c. to 1.60c. base; reinfor: 
ing bars, rolled from old rails. 1.45¢. t 
1.50c.; refined iron bars, 2c. to 2.25c. in car- 
loads f.o.b. mill, Pittsburgh. 
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Roller Skates.—The Union Hardware 
Co., Torrington, Conn., has issued new 
prices on its full line of roller skates, 
and other makers of ice skates have 
also issued new prices, in which the 
former war tax of 10 per cent has been 
omitted. Reports that net prices on ice 
and roller skates had been reduced are 
incorrect. 

Post Hole Diggers.—A slight reduc- 
tion in prices has been made on post 
hole diggers and local jobbers are now 
quoting tamp head diggers at $14.45 
ver doz. 

Pliers —The Smith & Hemenway Co., 
Irvington, N. J., has made a slight re- 
duction on its Red Devil line of pliers. 

Sheets.—Reports are that the prices 
recently fixed by the American Sheet & 
Tin Plate Co. and the independent sheet 
mills on sheets for first quarter of the 
year delivery are holding firm, but as 
yet only a comparatively small amount 
of business has been placed for delivers 
in first quarter of 1922. After the first 
of the new year it is believed that the 
demand for all grades of sheets will ‘e 
much better. 

‘Jobbers continue to quote sheets for de- 
livery from stock, f.o.b Pittsburg! as 
follows: Blue annealed sheets, 2.75c. to 3e.; 
No. 28 gage Bessemer black sheets, 3.25c. 
to 3.50c., and No. 28 gage galvanized, 4.25c. 
to 4.50c. in small lots from store. Prices 
quoted depend largely on the size of the 
order. 

Tin Plate—The price of $4.75 per 
base box, f.o.b. Pittsburgh, announced 
by American Sheet & Tin Plate Co. and 
the independent mills for delivery in 
first quarter is not being held firmly, 
sales having been made at $4.65 per 
base box, f.o.b. Pittsburgh, and possibly 
under that price. The tin plate mills 
are running to an average of about 70 
per cent of capacity and are accumu- 
lating large stocks in order to meet 
the expected heavy spring demand 
from the canning interests and makers 
cf food containers who use tin plate in 
making them. 

Steel Pi sday, Dec. 
15, the National Tube Co. announced a 
reduction of $5 per ton on all sizes of 
merchant steal pipe excepting 8-in., 
also $5 per ‘ton on oil country goods and 
$6 per ton on line pipe. For some time 
prices on all kinds of iron and steel 
pipe have been more or less shaded and 
the makers decided that it was better 
to make a reduction ip prices in order 





to stabilize the market, if possible. 
Large orders for line pipe ar | be- 
ing placed with the mills ling oil 
interests, and on this ire filled 
up pretty well ove xt several 
months. Jobbers h passed along 
the above reductions prices and are 
now quoting { ock, f.o.b. Pitts- 
burgh, on }! ind galvanized steel 
pipe about as follows: 
Black Galvanized 
14-in ee rs 6G 
% 3.61 
4-i1 
t 3.61 $4.31 
: 3.29 1.67 
100 5.45 
eteesedeeeaees 5 62 7 92 
Lol. isstbanuenee es 7.68 10.66 
ha; .cguweereadass . 19.61 17.33 
BUeIM.  ccccccccccccocces 20.05 


Track Tools.—As intimated in our 
report last week would be the case, 
makers of track tools have announced 


' 
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reductions in prices ranging from 15 
to 20 per cent. Jobbers have also low- 
ered their prices, the reductions apply- 
ing on picks and mattocks, which have 
been reduced about 20 per cent, and 
also on crowbars, heavy hammers, 
sledges and wedges, which have been 
reduced about 15 per cent. 

Poultry Netting.—There has been a 
slight decline in prices originally named 
for next year’s delivery, local jobbers 
now quoting poultry netting at 50 and 
10 and 50 and 5 per cent in lots from 
stock. 

Wire Cloth.—The price of $2.10 per 
100 sq. ft. 12-mesh, has not held firmly 
and local jobbers are now quoting at 
$1.90 for 12-mesh per 100 sq. ft. Cop- 
per wire cloth, 14-mesh, is quoted at 
$6.60 in 50-ft. rolls and $6.50 in 100-ft. 
rolls. 

Sporting Goods.—Makers of  sport- 


Office of HARDWARE AGE, 
604 Mercantile Library Bldg., 
Cincinnati, Dec. 17. 


CC. toward the close of the 
year hardware jobbers are prepar- 
ing to take their inventory, and busi- 
ness during the past fortnight has been 
rather quieter than usual. On _ the 
whole; however, sales are fairly satis- 
factory, and it is expected that the 
month of December this year will show 
equally as well as it did a year ago. 
With the dealers, trade has been 


quite brisk and those handling holiday 
goods state that there seems to be 
little difference in the volume as com- 
pared with previous seasons. 


While it was expected that there 
would be quite a number of price 
changes received, the facts do not bear 
out this expectation. It is true that 
a few reductions have been put into 
effect, and it is possible that others 
may be received. The indications are, 
however, that people who expected 
drastic cuts in prices are doomed to 
disappointment and it would not even 
be surprising if some advances were 
reported. 

Perhaps the most gratifying feature 
of the holiday trade is the amount of 
business being done in mechanics’ tools. 
With the exception of machinists’ tools 
local dealers report the holiday trade 
this year to be 50 per cent in excess of 
any previous year. One dealer is mak- 
ing a specialty of tool sets, and he 
ceports that the orders received have 
been extremely good. Dealers handling 
toys, of which there are an increasing 
number, also report a very fair busi- 
ness. Other holiday lines, such as cut- 
lery sets, aluminum cooking utensils, 
skates and sleds are also being moved 
in good volume. 

Prospects in the building field are 
unmistakably brighter and next year 
bids fair to be a banner one. The only 
fly in the ointment is the unsettled 
situation with respect to wages and 
working conditions. It was thought 
that the findings of the board of arbi- 
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ing goods, such as baseballs, gloves and 
other lines, will soon issue new prices 
on these, showing the former 10 per 
cent government tax which is to be 
taken off after Jan. 1. This tax that is 
to be taken off on that date applies on 
baseballs, bats, gloves, also on all kinds 
of hunting sporting goods, except guns, 
ammunition and hunters’ clothing. This 
taking off of the tax of 10 per cent will 
be highly welcomed by amateur base- 
ball teams that have found the tax a 
direct hardship. 

Wood Screws.—Nearly all makers 
have announced an average reduction 
in prices on wood screws of about 7! 
per cent. 

Wire Products.—Nothing new to re- 
port in the market on wire or wire 
nails. As noted before, the market has 
settled down to the basis of $2.75 per 
keg for wire nails and $2.50 per 100-Ib. 


CINCINNATI 


tration which made a straight reduc- 
tion of 12% cents per hour to all 
classes of building laborers would be 
accepted by the workmen. After much 
haggling, however, the unions refused 
to accept the cuts, and the contractors, 
in the hope that they could secure sta- 
bilized conditions, agreed to raise the 
wages paid by 7% cents to 12% cents 
per hour. Even this was not satisfac- 
tory to the unions as they are demand- 
ing that the scale in effect for the past 
year be strictly adhered to. The out- 
come of the whole situation will un- 
doubtedly be the establishment of the 
open shop in the building industry in 
Cincinnati after Jan. 1. Some contrac- 
tors have already declared for it and 
are not having much difficulty in secur- 
ing sufficient workmen to take care of 
their building contracts. 

Aluminum Ware.—The indications 
are that some price reductions will 
shortly be received from manufactur- 
ers of aluminum ware. This reduction, 
it is stated, will be effective Jan. 1, and 
will amount to approximately 10 per 
eent. , 

Automobile Accessories.—The past 
fortnight was a very quiet one, due no 
doubt to the unseasonable weather. 
Taken altogether, however, the season 
to date has been a very successful one. 
Winter goods have moved in fair vol- 
ume from jobbers’ stocks and while 
dealers’ sales are not what they might 
be, it is expected that with a little more 
seasonable weather stocks will com- 
mence to move in good shape. There 
have been a number of price changes 
recorded during the week. Hexagon 
cap screws were reduced 10 per cent 
but the indications are that they will 
be advanced again shortly after the 
first of the year. Lyons bumpers, which 
have always been sold at 25 off list are 
now quoted at 30 off. Automobile lamp 
bulbs which formerly sold at 30 off 
and 40 off in lots of 100, will be ad- 
vanced on Jan. 1 to 25 and 33 1/3 re- 
spectively. 

Builders’ Hardware.—Local jobbers 
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for plain annealed wire. New demand 
is only fair, being mostly for small lots 
to cover actual needs, jobbers and con- 
sumers still feeling that perhaps the 
market on wire products may work 
lower after the first of the year. 

Local jobbers’ quote from stock, f.o.b. 
Pittsburgh, for fair sized lots, as follows: 
Wire nails, $3.10 base per keg; galvan- 
ized, 1 in. and longer, including large-head 
barbed roofing nails, taking an advance 
over this price of $1.25, and shorter than 1 
in., $1.75; bright Bessemer and basic wire, 
$2.75 per 100 lb.; annealed fence wire, Nos, 
6 to 9, $2.75; galvanized wire, $3.25; gal- 
vanized barbed wire, $3.60; galvanized fence 
staples, $2.60; painted barbed wire, $3.10; 
polished fence staples, $2.00; cement-coated 
nails, per count keg, $2.70; these prices 
being subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 to 
69% per cent for 1000-rod lots, and 66 to 
68% per cent for small lots, f.o.b. Pitts- 
burgh. 


and dealers report sales of builders’ 
hardware as very satisfactory with ex- 
cellent prospects for next year. There 
have been few price changes made re- 
cently and from gossip in the trade it 
would not be surprising if after Jan. 1 
some advances would be registered. It 
is said that manufacturers have quite 
a volume of orders booked for next 
year delivery. 


Bolts and Nuts.—There is little to 
report. The demand is very slow, but 
is expected to improve with the coming 
of the new year. Industrial operations 
at the present time are at a very low 
point and many plants now working 
will likely close during the holidays. 
There have been no price changes re- 
cently. 

Jobbers quote, f.o.b, Cincinnati: Machine 
bolts, small sizes, 70 off; large sizes, 65 off. 
Carriage bolts, small sizes, 60 off; large 
sizes, 50 and 10 off. Stove bolts, 60 off. 


Semi-finished nuts, small sizes, 60 and i0 
off; large sizes, 75 and 10 off. 


Clevises.—Manufacturers of clevises 
have reduced their prices 1 cent a 
pound and these are now quoted by 
local jobbers at 9 cents per Ib. 


Cutlery.—The holiday trade is in 
full swing and dealers report their 
sales as highly satisfactory. No price 
changes are reported. 

Drills.—A 10 per cent reduction in 
both carbon and high speed drills has 
been made by manufacturers, and local 
jobbers have changed their quotations 
accordingly. 

Jobbers quote, f.0.b. Cincinnati: Carbon 
drills, 60 and 5 off; high speed drills, 35 
and 5 off. 

Eaves Trough and Conductor Pipe.— 
Jobbers report that sales are still uni- 
formly good, but a slis,at falling off is 
reported when compared with previous 
weeks, Continued fine weather has had 
a great deal to do with the demand, as 
much outside work is still being car- 
ried on. There have been no _ price 
changes recently and for the time be- 
ing none are expected. 


We quote from jobbers’ stocks, f.o.b. Cin- 
cinnatl: 28 gage 65-in. eaves trough, $4.75 
per 100 ft.; 28 gage 3-in. corrugated con- 
ductor pipe, $4.75 per 100 ft.; 3-in, corru- 
gated conductor elbows, $1.73 per doz. 
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Current Metal Prices—December 17, 1921 


Tin Plates 


Babbitt Metal 


and Shapes Soft Steel Bright Tin Best grade, per Ib....... - ++ 809 
Bare: Per Ib. 0. R., Blued Stove Grade Grade Commercial grade, per Ib.....40¢ 
Refined Iron, base price...2.68¢ One Pass, Pipe Sheet Pa se . -35¢ 
Swedish Bars, base price. .10.00¢ Per Ib. Per Ib. 14x20 14x20 
Nos. 18 and 20........ 3.80@..... - Antime 
Soft Steel: Nos. 22 and 24 . ..B.85@4.10¢ Ic $10.00 $ 8.50 _ 
% to 1% in. round a os = See eee , pon BORED cd cccccccsccececd 64% @6%Ke 
OQUAFC? concer neces 2.68¢ NO BOurerscereeeeers 3.90@4.15¢ IX .. 11.25 10.00 
min oa NO. 28....0-eeee +e -4.00@4.25¢ IxXx . 13.00 11.50 pe 
Bente, 1% to 6 x 8/16 to Mis. Wes. esses 4.25 to 4.50@. TERE .. - 14.75 ge re 
0. '8 (base price)........ 8.28¢ No. 98 and lighter, 36 in. wide, 10¢  IXXXX ........ 16.25 15.00 No 1 aluminum (guaranteed 
B . ‘ higher, over 99 per cent pure), in 
oops (base price)......... 3.53¢ Coke—14 2 20 ingots for remelting, per 
Beams and Channels, Angles Galvanized Per Ib. Primes Wasters Be.  cccccccccecccocs --- 29@31¢ 
and Tees: SO oe caknreecens 3.95@4.10¢ gd ee eee $ 6.05 5.80 
8 in. x &% in. and larger, Wi UP wane cteeesewes ps 10@4.25¢ OEE. cethaeass 6.15 5.90 Old Metals 
a a ° = ° zs eee - mR «. 2.78¢ Nos. 18 and 20.......4.2 25@4.40¢ ere re 6.25 6.00 Business is quiet but prices are 
nnels, Angles an ‘ees Nos. 22 and 24....... yer ogee | es 6.40 6.15 steady, Dealers’ buying prices are 
under 3 in. x % im....... 2.68¢ twee St ke 4.55@4.70¢ Eee 7.40 7.15 ominally as follows: 
We Se ao yecencseuas 4.70@4.85¢ IXX ........ 8.40 8.15 ay 4 
Merchant Steel No. 28 2.22. ee ee eeeee 4.85@5.00¢ IXXX ..... 9.40 9.15 . heavy and crucible. .$11.25 
— | re ry 5.35@5.50¢ IXXXX ......-. 10.40 10.15 Copper, heavy and wire..... 10.75 
Tire, 1% x % in. and larger.2.65¢ No. 28 and lighter, 36 in wide, 20¢ Copper, light and bottoms... 8.25 
Gmeoth Anish, 1 x 2% . higher. lerne Plates Brass, heavy 5.50 
x % in. and larger....... .85¢ fe aa ae oo cf 
8-1b. Coating 14 # 20 Brass ght coetecces 4.50 
ier © reese 8.25¢ paecttionagee 100 Wd. eeeeeeeeeereeerees $7.00 Heavy machine composition. 8.00 
Cold-rolled strip (so Base Price* on No. 9 gage and DP aebudwacadsbecevescceans 7.25 No. 1 yellow brass turnings. 5.50 
and quarter hard)” a to 7.25¢ coarser : Per Ib. De eandaneeneucats , 7.50 No. 1 red brass or composi- 
Open-hearth spring stee Bright Basic .......... - + -4.00¢ Firedoor Stock .......... » .$10.00 tion turnings 7.00 
'3.75@6.00¢ Annealed Belt ccccccccccces 4.00¢ Lead, heary . . 
and Screw Stock: Galvanized Annealed ....... 4.75¢ T1 Lead, tea . 2.50 
Rounds ...... eee = ‘ pe 
Squares mn wed Copper Basle «ccccccccecss -4.50¢ Geen Olek sso ocsevnwccedncs 34¢ Te ciaous 2.50 
" Tinned Soft Bessemer....... 6.00¢ a 
SD (nesebke wacenew ks eed 4.38¢ DO dncévcnunsadaccinaws 40@42¢ , 
at Welded Pipe 
endard cast steel, base 
MM wtscoaerccones ....12.00¢ Brass Sheet, Rod, Tube and Chenin Standord—Steel 
met cast steel............17.00¢ Wire ‘ico _ Bik. Gal. 
tra best cast steel.......22.00¢ High Brass Sheet....17% @17%¢ Electrolytic In%e % in. Butt........00- —55 —40 
High Brass Wire..... 17% @17%¢ GUE Bc ckice ws 15b\%e ™% in. Butt.........+- 00 — 
Ne eee 1 5 1-3 in, Butt..........-. —62 —49 
Tank Plate—Steel nee Se == © 8%4-6 in. La —59 —45 
, Per Ib. Brass Tube, Brazed...26 @27%¢ Spelter and Sheet Zinc 73 1 Brersaeeee ‘ 
% in. and heavier.......... 2.78¢ Brass Tube, Seamless.18 @19 ¢ Western spelter .......... 6% @7¢ vty lege + npg glial ee 
Copper Tube, Seamless........ 21¢ Sheet sinc, No. 9 base, casks, CFF Bh: EAD ee senenes —O8 ee 
10% ¢ open 1l¢ 
Sheets Copper Sheets Wrought Iron 
Blue Annealed Sheet Copper, hot rolled 24 os. Lead and Solder Blk. Gal. 
No. 10 es . 21144¢ per Ib. base, American pig lead...... 5% @6\%¢ % Se. Batbuccaccesécs —30 —13 
~ . aad eal q -20@8.58¢ Cold rolled, 14 os. and heavier, Bat WeRO cccccccccsccccce 6% @7¢ 1-1% in. Butt........ —32 —15 
es 3 3.33 @3.58¢ 2¢ per lb. advance over hot rolled. Solder 14 and % guaranteed. .25¢ SS, Willies. cnskccacss —27 —10 
No. Bv.00sttesstivss Mae a eT 2%4-6 in. Lap......... —30 —15 
Ms BGs tccseendécasaci 3.48 @3.73¢ *Regular extras for lighter gages. Weed: GON . ccccccccccecce 20¢ 7-12 in. Lap...... —23 —7 














Flashlights and Batteries. — There 
has been a tremendous demand for 
flashlights and batteries. One jobber 
reports that his sales this year will 
number at least 55,000. Dealers, too re- 
port heavy sales. There have been no 
price changes recently reported and 
none are expected. 

We quote from jobbers’ stocks, f.o.b. Cin- 
cinnati: Franco flashlights and batteries. 
orders up to $5 list price, 33% off: from $5 
to $75, 40 off; over $75, 40 and 10 off. 

Files.—There is nothing of interest 
to report. Sales are at a very low 
point. Prices are unchanged, all makes 
being quoted at 60 and 10 off. 


Galvanized Ware.—The recent ad- 
vances made by manufacturers are not 
holding very well and some orders are 
being placed at the prices in effect be- 
fore the advance was announced. While 
some jobbers have advanced their 
prices slightly the majority continue to 
quote those in effect for some months 
previously. 


Jobbers quote, f.o. b. Cincinnati: 
ized pails, 10-qt. 25 «per Con ; 12-qt., 
$2.50; 14-qt., $2.3 $5; 16- -qt., 7 25 Galva- 
nized tubs, No. 0, $5 25 i? doz. ‘No. i oer 
No. 2, $8.25; No. 3, $8.4 


Garden may oneenee « a 10 
per cent reduction has been made by 


Galvan- 





manufacturers of garden hose for the 
coming year’s business. 


Hinges.— Bommer _  double-acting 
hinges have been reduced 10 per cent. 

Lanterns.—Local jobbers report the 
demand for lanterns as rather slow, 
though some houses, which make a spe- 
cialty of dealing with the farming 
trade, report a fair season. Contrac- 
tors’ lanterns are in fair demand at 
prices unchanged. 

Handles, Wood.—There is nothing 
unusual to report, and while the de- 
mand is rather slack, a slight improve- 
ment over the previous report is to be 
noted. Local jobbers quote wood 
handles at 50 off. 

Levels.—The Stanley Rule & Level 
Co., effective Dec. 10, has reduced 
prices approximately 10 per cent on 
levels, planes, plane irons, and a num- 
ber of other items. The demand for 
levels is fair. Reduced prices have 
been put into effect by jobbers. 


We quote from jobbers’ stocks. f.o > ¢ 
cinnati No -0. $9.70 per doz rO 
$10 80 per doz; No. 8, $19 per doz x ’ 

$24.50 per doz.; No. 30, $25 per doz No 
104. $7.50 per doz. ;: No. 102, pS 25 per dk 


Oil Stoves.—With the approach of 
the new year, dealers report a slight 


improvement in sales. A new gas rate, 
50 per cent higher than the one now 
in effect, is expected to have a stimu- 
lating effect on the sale of oil heaters. 

Nails.—It is reported that some mills 
are willing to book business on the 
basis of $2.50 per keg, Pittsburgh, but 
local jobbers are not in the market for 
the time being. The local demand con- 
tinues fair, with prices unchanged at 
$3.25 per keg, base. 

Paints and Oils.—There is very little 
to report. Business is moving along 
quietly, with good prospects for the 
new year. There have been few price 
changes lately, and it is expected those 
now in effect will continue for some 
time. The market on linseed oil and 
is showing 





turpentine improvement, 

with prices having a firmer on 

Tobbers quote: f.o.b. Cincinnati: Ready 

mixed house paints, $2.60 per gal linseed 
irload lots, 70c. per gal iT} 

éarload lots, S0c. per gal white 


ed lead, 13c. per Ib 
Picks and Mattocks.—A 5 per cent 
reduction in picks and mattocks has 
been made by manufacturers and local 
jobbers have changed their prices ac- 
cordingly. 
Rope.—The demand for 


rope con- 


ech eect 
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tinues fair and the recent advance in 
prices is being well maintained. 


Jobbers quote, f.o.b. Cincinnati: Manilla 
rope, 17\4c. per lb.; sisal, 104%4c. per Ib. 


Sash Cord.—The demand for sash 
cord continues to be very good and the 
prospects for next year are excellent. 
There have been no _ recent price 
changes but the market is firm. 


Jobbers quote, f.o.b. Cincinnati: Silver 
Lake cord, No. 7, 58c. per Ib.; Nos. 8 and 
9, 57c. per Tb. Franklin, No. 7, 38c. per Ib. ; 
No. 8, 36e. per Ib. 


Sash Weights.—A reduction in sash 
weights has been received and these 
are now quoted at $1.85 per 100 Ib. as 
compared with $2 per 100 Ib., the pre- 
vious quotation. 

Sheets.—Some jobbers have advanced 
the price of galvanized sheets approxi- 
mately $5 a ton. The demand is fair. 


Jobbers quote, f.o.b. No. 28 
black sheets, 4.25c. per Ib.; 28 gal- 
vanized, 5.25c. per Ib. 


Skates.—The holiday trade in ice 
skates is reported to be very good. 
While the weather to date reminds one 
of summer more than winter, all the 
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GAL of holiday goods are proving 
‘J of considerable stimulus to the re- 
tail hardware trade, and a good volume 
of business on such items as are suit- 
able for gifts is expected during the 
next two weeks. Most of the retailers 
have ordered their stocks from the 
jobber, and most of the jobbers’ sales 
until the close of the year will be in 
the nature of “fill-ins” or “pick-ups.” 
This is usual at this time of the year 
as dealers desire to keep stocks down 
to a minimum for inventory. 

Next spring should witness consider- 
able improvement in paint sales, as 
prices have declined substantially. 
First grade house paints are now quoted 
at $2.50 per gal., second grade $1.75 
per gal.; while lead $11.13 per cwt. 

Collections show some slight im- 
provement, and the unemployment situ- 
ation is less tense than it has been. 
There have been no price changes of 
importance. 

Builders’ Hardware.—Sales of build- 
ers’ hardware are holding up remark- 
ably well for so late in the season. 
Bathroom fixtures are meeting with a 
ready sale. Building permits obtained 
up to the present date are far in ex- 
cess of last year both in number and 
in estimated costs. 

Axes.—Demand remains only fair. 
Prices remain as for some time past. 

We auote from jobbers’ stocks: 
Single bit, $14.50; bit, $19.50, base 
weights. 

Brads.—Demand for brads continues 
to be satisfactory. Prices remain as 
when last quoted. 

We quote from local jobbers’ stocks: 

srads in bulk, 75 per cent; in small pack- 
ages, 70 per cent. 


Bolts.—The demand for bolts does 
not show any improvement and will, 


local 
double 


HARDWARE AGE 


prophets agree that there will be severe 
weather later in the season. 


We quote from jobbers’ stocks, f.o.b, Cin- 
cinnati: Men's and boys’ clamp club skates, 
all nickel plated, $1.30 to $1.70 per pair; 
women’s and chfidren’s clamp skates, all 
nickel plated, $1.60 to $2 per pair. 


Screw Wrenches.—A reduction of ap- 
proximately 10 per cent has been made 
in screw wrenches and these are now 
quoted by Cincinnati jobbers at 40, 10 
and 10 off. 

Screws.—A slight reduction in hex- 
agon and cap screws has been received 
but the prospects are that these will 
be again advanced on Jan. 1. There is 
only a fair demand and prices are un- 
changed. 

Jobbers quote, f.o.b, Cincinnati: Machine 
screws, all sizes, 75 and 10 off; cap screws, 
75 off: set screws, 80 off; coach screws, 60 
and 10 off; wood screws, 85 off. 

Sporting Goods.—Dealers report a 
heavy demand for sporting goods for 
Christmas presents. Boxing’ gloves, 
punching bags, ice skates and roller 
skates are the leaders. 

Stoves.—While the season to date 


TWIN CITIES 


no doubt, remain dull until after the 
first of the year. Prices remain un- 
changed. 

We quote from local jobbers’ stocks: 
Small carriage bolts, 60-5 per cent; large 
carriage bolts, 50-10-5 per cent; small ma- 
chine bolts, 60-10-5 per cent; large machine 
bolts, 60 per cent; stove bolts, 75-10 per 
cent; lag screws, 60-10 per cent. 

Coal Hods.—While some few sales 
are being made there will be no actual 
demand during the balance of the win- 
ter. Prices are the same. 

We quote from local jobbers’ stocks: 
Japanned, open, 17-in., $3.95; Japanned, 
open, 18-in., $4.40; Japanned funnel, 17-in., 
$4.95; Japanned funnel, 18-in., $5.45; gal- 
vanized, 17-in., $5.25; galvanized, 

5.70; galvanized funnel, 17- 
in., .45; galvanized funnel, 18-in., $7. 
All prices per dozen. 

Eaves Trough, Conductor Pipe and 
Elbows.—Demand continues to be quite 
steady and of fair volume, Prices re- 
main as for some time past. 

We quote from local jobbers’ stocks: 
Eaves trough, 28 gage. 5-in., lap joint, sin- 
gle head, $4.50 per 100 ft.; 3-in. conductor 
pipe, 28 gage, corrugated, $4.50 per 100 ft. ; 
elbows, 3-in. corrugated, $1.63 per doz. 

Files.—Sales continue to be of rather 
small volume with little prospect of 
immediate improvement. No _ price 
changes have been recorded. 

‘We quote from local jobbers’ stocks: 
Nicholson files, 60 per cent; Arcade files, 
60-10 per cent; Riverside files, 65-10 per 
cent. 

Galvanized Ware. — Demand con. 
tinues to be only of light volume. Prices 
remain firm as when last quoted. 

We quote from local jobbers’ stocks: 
Galvanized tube No, 1, $6.40 per doz.; No. 
2, $7.20;. No. 3, $8.40: heavy galvanized, 
No. 1, $18.50; No. 2, $20.50; No. 3, $22.80; 
standard 10-qt. galvanized pails, $2.24; 
12-qt., $2.46; 14-qt., $2.75; 16-qt. stock 
pails, 4 35° 18 at. $4.80 

Glass and Putty.—Sales are gradu- 
ally slowing up, as is customary at this 
season of the year. Prices are the 
same. 

We quote from local jobbers’ 
Single strength, 80 per cent: double 
streneth window elass, 82 per cent. Com- 
mercial putty in bladders, $4.10 per cwt. 


stocks: 
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has been rather unsatisfactory from 
the dealer’s standpoint, a 50 per cent 
increase in the price of gas which wil! 
be effective on Dec. 30, has had the 
effect of stimulating some interest in 
coal stoves. Dealers expect to move 
quite a few stoves during the next few 
weeks. 

Tin Plate—There is a fair demand 
for tin plate at unchanged prices. The 
usual quotation from jobbers’ stocks is 
$7.50 per base box. 

Tools—The holiday trade in me- 
chanics’ tools is extremely satisfactory. 
Tool kits are also very much in demand, 
and one local dealer making a specialty 
of this item for Christmas presents re- 
ports his sales as 50 per cent above last 
year. Machinists’ tools, however, are 
moving slowly. 

Wire Products.—Very little interest 
is being shown in wire products at the 
present time, but it is expected that 
after the first of the year orders for 
spring delivery will materially increase. 
Prices are unchanged. 


Lanterns.—Sales of lanterns remain 
of fairly satisfactory volume for this 
season. Prices remain unchanged. 


We quote from local jobbers’ stocks: 
Tubular long g'obe, $14 per doz.; tubular 
short globe. $13.25 per doz.; tubular dash, 
$17.60 per doz. 


Nails.—The demand for nails re- 
mains steady and of good volume. 
Prices remain as for some time past. 

We quote from local jobbers’ 
Standard wire nails, $4 base; 
coated nails, $3.40 base. 

Oil Heaters.—Sales of heaters have 
now declined to only a small volume. 
Prices are the same. 

We 


stocks: 
cement- 


local jobbers’ stocks: 


Japanned, polished steel, 3+qt. capacity. 
$3.50 each; nickeled, volished steel, 4-qt. 
capacity, $5.40 each: blue enameled body, 
4-qt. capacity, $7 each, 

Paper.—Sales of building paper are 
showing a gradual decline and are not 
expected to improve until the opening 
of spring construction work. Prices 
are firm. 

We quote from local jobbers’ stocks: 
No. 2 tarred felt, $2.80 per cwt.; threaded 
felt, $1.58; red rosin sheathing, $2.90 per 
ewt. 

Registers. — The demand remains 
rather small and unsatisfactory. Prices 
remain firm. 

We quote from local jobbers’ stocks: 
Cast steel registers, 30 per cent from stand- 
ard price lists. 

Rope.—Sales remain fair. 
same as in the last report. 


We quote from local jobbers’ stocks: 
Pure manila rope, 19'4c. per Ib. base; pure 
sisal rope, 14%c. per lb. base. 


Sandpaper.—There is a fairly steady 
demand for sandpaper of various 
grades. Prices remain firm. 


We auote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 gar- 
net paper at $15 per ream, 

Sash Cord.—There is still a very 
satisfactory demand for sash cord. 
Prices are unchanged. 

We quote from local jobbers’ stocks: 
Best grades, 65c. per lb.; ordinary grades. 
36c. per Ib. 


quote from 


Prices are 








